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Au Control's 


NO. 175 BASEBOARD PERIMETER DIFFUSER 


ee a ead 


Air Control's new No. 175 packs a line of features that can’t be dupli- 
ag cated anywhere for the price. Clean, crisp lines accent the functional 
Ain styling of the No. 175—only 15 inches wide, with a BIG 38 square inches 
C tie? of available free area. Adjustable fins provide a wide fan-shaped air 
on pattern to blanket up to 13 feet of wall. Fast and easy installation—no 
ce wg and fitting. Durable, oven-baked beige enamel finish. A matching 

- ama : air grille is available for balanced performance and styling. 





Now Air Control offers you the most extensive line of baseboard 
perimeter diffusers in the industry —the 180 series, the 170, the Super 38 
and the new 175. Write today for Catalog 60-AC, showing Air Control's 
complete line of grilles, registers and diffusers, and for Bulletin No. 
307-AC which describes the No. 175 in detail. 


AIR CONTROL PRODUCTS, INC. 6: cenTER STREET, COOPERSVILLE, MICH 


West Coast Warehouse f 1. MADE IN CANADA BY 
Western Sales Agency td. V ne F Calgary, Edr t Sast 





LARGE 
OR SMALL 
HUSSEY 
COPPER 
DOES 
THE 
JOB 


WAREHOUSES Cleveland - Cincinnati 
Chicago - New York (Long Island City) 
Philadelphia + St. Louis 


C. G. HUSSEY & COMPANY = PITTSBURGH 19, PA. DSION Oy geek 
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FOR HEATING — COOLING 


Here’s the new Series 888 RIMSET thermostat with its 
newest feature . . . separate temperature selection scale and 
thermometer scale! This is the one thermostat unit that 
handles 12 different heating and cooling functions. You 
just stock variables of the subbase . . . the same thermostat 
simply plugs onto any one of the subbases. Remember 
RIMSET is easiest-to-set, easiest-to-read, simply dial the 
rim, the dial face remains stationary! 








FOR LINE VOLTAGE HEATING 


All-new, Type 822 line voltage heating thermostat fea- 
tures unique, easy-to-use, locking-type temperature 
selector knob. Extras include a built-in but concealed 
adjustable high limit stop . . . low operating differ- 
ential . . . large terminals on back of thermostat for 
easy wiring. Models also for cooling or heating-cooling. 
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New . . . trim, thin-line Type 820 room thermostat 

with the dependable quality you expect and get from 

Penn. It features easy-to-read slide-set dial and sepa- 

rate thermometer scale . . . snap-acting contacts . . . 

ring-type heat anticipator. Easy to install and wire 
. requires no mounting bracket, no leveling. 


Learn more about these better thermostats, ask your wholesaler or write to Penn. 


PENN CONTROLS, VC. ssc, nies 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 


AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 
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Thumbing Through 
This Month's Artisan 


we learn 
how Downtown Store Mod 
ernization Py 
Sales Volume Middle- 
Ohio merchants 
are making their 
exterior more 


gram Increase 
for 
town, who 
building's 
Met- 


various designs 


attractive 
al panels of 
have proven most suitable for 
achieving beauty, 
of design, and practical to in 
stall over old style 


versatility 


architec 
ture such as roof overhangs; 
high, 
posed gutters; and ginger- 
bread ornaments. Moderniza- 
tion of entire downtown area 


narrow windows; ex- 


offers the sheet metal con- 


tractor an 
profitably participate in a Civ 
ic improvement effort 


opportunity to 


Control 


systems using 


millivolt generating equip 


ment require servicemen to 


follow a step by-step proce- 
dure to locate malfunctioning 
components. In How Self 
Generating Power Circuit 
Ralph Taylor, 
Controls Co.., 


lines the basic principles of 


are Se Tvice a, 
General out- 
power generating, causes for 
how they are 


repaired 


ircuit failures, 


diagnosed and 


Sales 


demonstrations should 
with a flair of show 
manship. In Make your Sales 
Demonstrations Appeali) 


the 


be made 


‘x 


salesman will learn how 


to tailor his a} proach to help 


the prospect to more 
the 


product he 


clearly 
visualize benefits of the 
recommends 
installed by 


Pointers are 


when his com 
pany 
that 


pr S pe t 


also given 

for the 
the 
factors that influence his com- 


make it easy 


to understand 


fort and are essential to mak 


ing an intelligent purchase of 


AT-A-GLANCE 


TANK GAUGES 


are tops in sales and performance 


fogging calibrated scale grovitee a cleer, 
visible reading from any angle. 


HEAVY DUTY CONSTRUCTION — 

Non-leakable double wall dome 
secured to die-cast, non-corrosive zinc 
assembly. Withstands 70 Ib. air pressure 
per sq. inch. Fully guaranteed. 


FOOL-PROOF MECHANISM — 
Simplified lever-type action. 


No mognets, ee a ee 
wear ovt. Non-corrosive thr 


PROTECTED CORK FLOAT — 

Triple coated with phenolic base 
Bakelite. Absorption- . Resists 
oils, alcohol and chemicals. 


EASY TO INSTALL — 
Install quickly and 
easily, even in 
partially filled tanks. 


FITS ALL TANKS — 


Factory adjusted to fit all tanks 
up to 12° y with standard Mtr 
of 2" (Model D-2) or 12" (Model D-1'/2). 


J 


Fastest selling in the industry, Sentry AT-A-~GLANCE 
gauges are recognized for their superior qualities of 
accurate measuring, clear visible reading, rugged but 
simplified construction and long-life durability. They 
are fully guaranteed and “listed as standard” by 
Underwriter’s Laboratories. Complete Literature, Sales 
Brochures and Counter Displays available. 





SENTRY Superior Quality THERMA-GAUGE 


Similar to the standard AT-A-GLANCE gouge above 
but feotures o solid red thermometer type indicotor 
and o two-piece die cost plug-nut assembly which 
permits simplified tank installation 








STOVE AND SPACE 

HEATER GAUGES 

Several models with occurate 
easy-to-read indicators to fit 
oll tanks. Also models for 
small tanks such os power 
mowers and ovutboord motors 


REMOTE READING 

TANK GAUGES 

Several models for outdoor 
reading of levels in tanks 
indoors, underground or 

at delivery fill pipe 


KRUEGER, SenZey GAUGES 


GREEN BAY - WISCONSIN 
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either heating and/or sum- 
mer air conditioning systems 


Forum 


for consulting 
assist them in 
properly preparing specifica- 
tions that not only assigns all 
sheet metal work to the sheet 
metal craft, but explained in- 
dustrywide acceptable alter- 
nate methods for fabricating 
and erecting ductwork of 
various sizes and materials. 
Hold School for Consulting 
Engineers 


engineers to 


describes the fo- 
rum conducted by the Wash- 
D.C. 


association 


ington, sheet metal con- 
where 
slide films were used to bring 
the 


construction prac tices 


tractor’s 


out elements of good 


Publicity 

is free advertising 
and it pays off for the dealer- 
contractor who is willing to 
take 


worthy 


advantage of news- 
which he 
has had an active part. How 
Effective is Your Neu ‘paper 
Publicity? is a question that 
every 


events in 


dealer-contractor can 
ask This 
article outlines the practice of 
a Birmingham heating 
air conditioning comp 
that 

pared 


often 


profitably himself 
and 
any 
regularly submits 
publicity 
attracts prospects 


pre- 
that 
that 


cus- 


items 


are easily converted to 


tomers 


In a Sales Slump? 
Try These Ideas 

Not 
don, 
( O., 


me 


LONG AGO, Bob 
Hart & Cooley 
included in a 


Gor- 
Mfg. 
letter to 
a duplicopied sheet he 
has been giving to his cus 
tomers. The sheet outlines 
Rules for Sales Suc- 
that should help every 
salesman 


“Seven 
cess” 
increase his annual 
volume if he will continually 
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made by ALCO 


OF CAST IRON AND STEEL 
like a Compressor 
for LONG RELIABLE LIF 


4-WAYvaives —ouee 


2 to 3 tons—Refrigerant 12 


for all reverse cycle systems oe Fa iteront 22 


= 4WB6-79 Capacities 
3 to 5 tons—-Refrigerant 12 


‘ leatures a 5 to 7 V2 tons—Refrigerant 22 
¢ 


® fine machining and precision honing 
of cast iron slide and steel outer shell— 
NO PLASTICS ARE USED. 

® operating tests of 300,000 cycles 
without failure to shift and without loss 
of tight seating—tests made by inde- 
pendent laboratories. 


® shifting (change cycle) while the sys- 
tem is in operation with a 300 PSI 
differential. 





® rapid shifting—to shorten change- 
over time and therefore shorten defrost 
cycle. . . 


@ the shifting of the valve independent 
of any pressure drops, and efficient 
shifting under any combination of 
operating conditions. 


® mounting in any position—except 
with the pilot valve upside down. 


Call your Alco wholesaler — 
write for Specifications. 





e BUY SECURITY 
e BUY QUALITY 
e BUY ALCO 





The one complete line of refrigerant controls: Thermostatic Expansion Valves * Refrigerant Distributors 
Solenoid Valves * Suction Line Regulators * Flooded Evaporator Controls and Reversing Valves 
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apply them. The seven rules 
are 
1) Don't 


to come 


wait for people 


to you. Always take 


the initiative in making ac- | 


qguaintances 
2) Carry something with 
you that will develop curi 
osity 
3) Dont sell 
sell ideas 


4) Be 
a dy 


statistics, 


enthusiastic 


will believe in your 


products unless you show 
that you do 

5) Do favors and pay par- 
ticular attention to the kind 
that 


your thoughtfulness 


of small favors show 
6) Ask favors that require 


little build up 


the other fellow’s self-esteem 


trouble but 


7) Give your client as 


much attention after you's 


sold him as before 


‘Time Well Spent,’ 
Artisan Reader Says 
mail 


HERE'S THE sorRT of 


we like to get: “Your las: 


month's issue was very in 


formative, and anyone who 


doesn't take a few hours out 


to scan your magazine IS 
losing a lot’ Walt Stet 
on Hoosier He wing 


Air Conditioning Suppl) 


Inc., Terre Haute, Ind 


Teaching Machines: 

New Training Technique 
It’s 
that the 


INTERESTING to not 
use of teaching ma 
chines has progressed to such 
that the 


a point American 


Management Association al 


lo atc d 


several sessions at a 


recent conference to fr ports 
by companies currently mak 
ing use of this new technique 
in training. In addition to 


talks by 


from all parts of the country, 


an ilytical speakers 


the conference featured a 


number of pertinent discus 


sions on video tape. A spe- 


cial demonstration, using the 


No- | 


SOLID STEEL BAR 
WALL GRILLE 


4 : 
New LiMea’ Design 


cL Fee ts aes ae 


No. 331 WG 


This new ‘“‘Fabrikated”’ design wall grille has 
14 gauge (.083) horizontal bars *;’’ deep. 
Vertical bars are 14 gauge by '2"’ deep. All bars 
are solid steel with rounded (mill) edges. 
Construction is exceptionally rigid. Free air 
is. approximately 70%. 
Recommended for ceiling, wall, and sill 
window installations for continuous design 
effect in schools, hospitals, 
banks and public buildings 
where heating, ventilating or 
air conditioning systems are 
required. 

No. 331 WG design can 
also be furnished in core style 
only without rims or borders. 
Write for Catalog No. 61. 


Always Leading—Always Progressing 


_ THE INDEPENDENT 
REGISTER CO. 


3747 E. 93rd STREET - CLEVELAND, OHIO 
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facilities of AMA's Manage- 
ment Television and Com- 
munications Center, illus- 
trated a “telecast com- 
munications system."" The 


new 


| demonstration illustrated how 


television, in conjunction with 
programmed learning, can be 
applied directly to the prob- 
lems of management training. 


When Pressures Mount 
—Stay Cool, Man, Cool 


WHILE ATTENDING a meet- 
ing in Washington, D.C., re- 
cently I overheard a business- 
man at an adjoining table say 
to an associate, “Anyone who 
can keep calm throughout al! 
this confusion just doesn't 
understand the situation.” 

I guess he’s right when it 
comes to trying to figure out 
what’s going on at the 
United Nations, Europe and 
Africa, but I certainly hope 
his remark doesn't apply to 
our industry where a calm 
approach is needed to offset 
the pressures that seem to 
multiply when a contractor 
decides to stand by his orig- 
inal quotation. 


Customer's the Boss, 
Steel Man Says 

I LIKE the simple logic of a 
remark made recently by 
Marcus J. Aurelius, adminis- 
trative vice president, United 
States Steel Corp. Mr. Aure- 
lius came right to the point. 
He said: “If steel products 
aren't worth more to our cus- 
tomers than they cost, we 
can't stay in business.’ 

He went on to point out 
that “profit and loss are sim 
ply the signals that tell a pro- 
ducer whether he has served. 
or failed to serve, the most 
urgent demands of consum- 
ers. 

In a market economy like 
ours,’ he said, “the custom- 


ers determine who earns 
profits and who suffers loss 


es. The customer is boss.” 
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New| gas valve 


Faces up to| SPACE LIMITATIONS in heaters 


* A// adjustments on one face 


© Straight-through or right-angle outlet 





Here’s the only completely new space heater 
gas valve on the market! It’s not a revamp. 
It’s not a redesigned water-heater valve. 
This new low-cost AP-Model 159 is a special 
space heater valve with all connections and 
adjustments on one face. This “unilateral” 
design works with a choice of straight- 
through or right-angle outlets to give you 
the ultimate in installation ease —a valve 
that mounts quickly even in the tightest 
corners. 

The A-P Model 159 valve is manufactured 
as a complete unit with electric actuator for 
remote electric thermostat or with integral 
thermobulb snap-action thermostat (shown). 
Both types with or without gas regulator. 
Other features include aluminum valve body, 
thermomagnetic safety pilot, safe lighting, 
100% safe shut-off, built-in “A” and “B” 
valves. Delivers 67,400 Btu less regulator. 
For all heating gases: L.P., city and sour. 

Latest development in CC’s complete line 
of gas heating controls, the Model 159 is now 
being used on the better, new space heaters. 
Write today for full facts. 


Creative Coiliols Sor sndaitig. 
CONTROLS COMPANY OF AMERICA 


HEATING AND AIR CONDITIONING DIVISION 
2452 N. 32nd St., Milwaukee 10, Wisconsin * Cooksville, Ontario ¢ Zug, Switzerland 
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Discussing the future of 
American industry, Mr. Au- 
relius stated: ““We must pay 
attention to far more than 
the functions of materials if 
we are to preserve the free 
dom of action and initiative 
which makes it possible for 
us to improve our materials 
We must be as devoted to 
perfecting the function of 
ideas as we are to perfect 
ing the function of materials 
We must deal with thoughts 
as well as things, for the 
thoughts of the American 
people will determine, in the 
long run, whether we shall 
retain the system of enter 
prise and achievement that 
built our nation, or whether 
we shall wither away into a 
system of servility in which 
there are no customers to 


boss us only commissars 


Cites Necessity 
For Safety Programs 


CONSTRUCTION accidents 
kill 2000, injure 180,000, 
and cost $2 billion every 
i Leo A. Wexler, 
Wexler Construction Co., 


year Salt 


Inc., in a recent issue of the 
National Safety Council's 
Newsletter 

Mr. Wexler points out 
that more and more firms 
who plan building expansion 
ire realizing that they are 
paying for a good part of 
this annual accident cost, and 
for this reason are “turning 
to contractors with active 
safety departments, who 
work to reduce this excessive 


cost 


Research Leads to New 
Design, Higher Profits 


WE RECENTLY LEARNED 
that a new design incorpo- 
rated in its product by one 
manufacturer resulted in a 
200 percent increase in sales 
because customers were en- 
abled to save on installation 


QUIET AUTOMATIC 


SUSPENDED 


FURNACES 
7 NEW SIZES 





85,000 s.r.u. 
to 
335,000 b.1.u. 


CAPACITIES 
Right or Left Air Flow 


PLUS 3 LARGER SIZES 


' 224,000 B.T.U. 
350,000 B.T.U. 
450,000 B.T.U. 


All Furnaces Equipped 
w/Minneapolis Controls and 


QUIET AUTOMATIC OIL BURNER 





It pays fo buy a 
Quality - oil furnace 


QUIET AUTOMATIC BURNER CORP. 


MANUFACTURING ENGINEERS 


NEWARK, 4, N.J. 


FACTORY - MONTCLAIR, N. J. 


Warehouses and Shipping Points 
BALTIMORE * BOSTON 
CHARLOTTE, N. C @ CHICAGO, ILL 
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costs. Here’s another exam- 
ple of research paying off. 


Softball Team Promotes 
Heating Industry 


HERE'S HOW ONI industry 
fund has been used to publi- 
cize the activities of a heating 
and air conditioning group. 
The Labor-Management 
Industry Fund of Sheet Metal 
Workers Union Local #55 
is sponsoring a big league 
softball team called the 
“Climate Controllers.’’ The 
team, named after the Fund's 
public service function, the 
Climate Control Council, will 
play in both the Atlantic 
Seaboard Major League and 
the Jones Beach League. 
Industry fund trustees serv- 
ing on the team’s board of 
directors are: John Stravalli, 
Wes Sheet Metal Corp. 
Farmingdale; Sid Kam- 
insky, City Sheet Metal Air 
Conditioning Corp., Valley 
Stream; and Richard Napoli 
and Joseph Rossbotham of 
Local #55 


Utility Promotes Warm 
Air Dealer's Services 


It’s INTERESTING and en- 
couraging to learn about 
some of the work being done 
by utilities to promote heat- 
ing and air conditioning. Re- 
cently I saw a fine sales let- 
ter sent out early in the sum- 
mer by the Peoples Gas Light 
and Coke Co., Chicago, to its 
heating customers. “Of all 
the homeowners in the city 
of Chicago,” the letter said, 
“there is no one in a better 
position than you are when it 
comes to air conditioning. 

“You heat with gas. And 
you do it with a warm air 
heating system. Therefore, 
you've already got part of 
your central air condition- 
ing.” 

Enclosed with the letter 
was a brochure urging the 


AMERICAN ARTISAN, NovemBer 1961 








either way, you get the 
fastest delivery in the industry from 


é * 
(YB REGISTER COMPANY ° 1785 N. Cable Rd., Lima, Ohio 


Write for our catalog and prices. 


A COMPLETE LINE OF REGISTERS, DIFFUSERS AND GRILLES FOR HEATING 
AND COOLING... QUALITY-PLUS PRODUCTS OF AMERICAN CRAFTSMANSHIP, 
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homeowner to “go duct hunt- 
ing, and explaining that if 
his duct work was adequate, 
he might already own 25 per- 
cent of his air conditioning 
Another enclosure illustrated 
typical installations 

‘Read this material over at 
your leisure, 
Talk it over with 


the letter sug- 
gested 
your family. Discuss it with 
your heating dealer-contrac 
tor; he’s an expert 

But make up your mind 
now not to suffer through an 
other hot, humid summer in 


Chicago 


How to Get Retirement 
Plan Inte Operation 


DURING THE PAST 
months, this column has de- 


seven 


scribed various deferred com 
pensation plans for key em- 
ployees, explaining why they 
are worthwhile to a dealer- 
contractor and how much 
they actually cost a company 
This month we describe how 
to get a deferred compensa 
tion plan started, as outlined 
in bulletin 107 of the Small 
s s Administration's 
Management Aid series 

The first step is to consult 


Busin<« 


an attorney, accountant or a 
life insurance underwriter 
with knowledge of this par 


field and with experi 


} 
ence in it. Perhaps you will 


ticular 


wish to talk with all three 
Certainly, any plan you con 
sider should be checked for 
tax implications by a quali- 
fied specialist experienced in 
the work. Your plan should 
be checked also for 


tual implications by an attor 


ontrac 


nev who is competent on such 
your plan 
a life 


riter with a 


matters. Finally 


should be 


designed by 
insurance underw 
background on this subject if 
the plan is to involve the use 
of life insurance 

A decision needs to be 
made as to just which per- 
sons are to be included, and 


what size payments are to b 


| 





INSTALLATION 
& SERVICE IS 


So Easy 


WITH 








HEATING 
UNITS 





HERE’S WHY: 


Shipped completely assembled 
and wired. 


Full channeled base. 
Compact design. 
Easily accessible components. 


Large blower compartment 
allows ample space to: 


¢ change filters 


¢ oil. and service blower and 
motor 


WRITE... 


for information and name of nearest distributor 


THE JOHNSON FURNACE COMPANY 


2129 WEST 117th STREET, CLEVELAND 11, OHIO 
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each. You 
decide what restric- 
| tions are to be placed upon 
| the retired key man if he is 
| to qualify for payments of 
the retirement amounts 

such as the giving of counsel 
and advice, restrictions from 
| entering competing businesses, 
or from divulging trade se- 
crets. You should decide 
whether payments are to be 
made to heirs, should the key 
| man die either before or after 
retirement. You should choose 
between a formal contract, an 
| informal letter of intent, or 
an oral arrangement. You 
should specify whether either 
party can terminate the ar- 
rangement, and then 


specified for 
should 








under 
what circumstances. And you 
should also determine wheth- 
er a key man severing em- 
ployment prior to retirement 
would have a ‘“‘vested inter- 
est” — that is, a right to 
money if he 
- and how the actual 
amount of any vested inter- 
est should be computed. 


some of the 
quits 


You should discuss these 
and other technical aspects of 
a proposed plan with legal 
and accounting counsel, and 
you should confer with a life 
insurance underwriter experi- 
enced with such policies. 
Don't guess as to the desir- 
ability of using life insurance 
or internal funding in your 
setup. Learn the full range of 
facts and their significance to 
your business. After the prop- 
er information has been de- 
veloped, a plan can be simply 
and easily put into effect. 

As is the case with every 
undertaking by management, 
there are certain pitfalls that 
await the unwary. Some of 
these pitfalls will be touched 

|} upon in this column next 
| month. 


| 
de | lee 
Cte 


Editor 
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You cant beat Conerall f 


When General Filters introduced the first 
step-design, all-wool element fuel oil filter, 
a standard of performance was established 
that has often been imitated. The high- 
grade all-wool element stops moisture which 
other elements won’t do. Solid particles, 
like scale and rust from dirty tanks, are 
trapped in the step-design filter element. 
The wool element is BONDED to the wire- 
mesh core by a patented process to keep 
out small lint particles—assuring clog-free 
nozzles. The steel body is finished inside 
and out with corrosion-proof epoxy for 
lifetime service. The cover and body are 
sealed with a heavy-duty gasket for leak- 
proof operation. You can’t beat Generals! 


TWO SIZES FIT 


ALL HOME PLANTS 


Two models of General fil- 
ters will accommodate all 
home-size installations. For 
especially dirty tanks or 
larger than average plants 
a heavy-duty model is 
available. General also 
manufactures a complete 
line of heavy oil and high 
and low pressure filters for 
industrial applications. 
Write for information. 


PENNY -PINGHING 


Short-changes Profits 4 


DON’T BE FOOLED! Inmitations of General Re- 
placement Cartridges, costing only a few pennies 
less, are causing call-back troubles for contractors. 
They don’t filter out the lint, resulting in clogged 
nozzles. General supplies a new heavy-duty qubet 
in every replacement package. 


Cheap imitations use very thin gaskets, inviting 
leaks. Why take chances with customers’ good- 
will—specify genuine Generals on your next order. 


For Reliability Specify Geweza@ from Your Jobber 


Moisture-Matic 


HUMIDIFIER 


For Fool-proof Home Comfort 


Controlled moisture at its 
best, for the heated home, 
is built into this General 
Humidifier. Chrome-plated 
valve eliminates all moving 
parts. It is compact, safe, 
and quickly installed. 
Molded phenolic corrosion- 
proof pan. One year guar- 
antee on parts. 





CLEAN RIGHT 
Soot Remover 


Burns off soot easily and 
quickly in a natural man. 
ner without flash or flare. 
Dust or spray on like 
powder. Harmless to burner 
parts. HELPS CUT FUEL 
BILLS UP TO 25%! Keeps 
furnaces heating like new. 
Sell to owners on every call. 


GENERAL FILTERS, INC. 


ary 43800 GRAND RIVER AVENUE ° 


NOVI, MICHIGAN 


IN CANADA: Canadian General Filters, Ltd., 30 Crockford Blvd., Scarborough, Ontario 
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A REPORT FROM TRANE: 


AN ADVANCED 
NEW LINE OF AIRFOIL FANS 


TRANE announces a 
completely new line 
of Airfoil Fans. It is a 
new and advanced 
line—that provides 
quiet operation, high 
efficiency and uniform 
air delivery. 

There’s a TRANE 
Airfoil Fan for vir- 
- tually every application—for comfort heating, ven- 
tilating or air conditioning—for higher pressures 
of Class III applications—for high or low pressure 
industrial process systems. This new line is avail- 
able in a complete size range of Class I, Class II 
and Class III—Class I and II from 24” to 89’; 
Class III from 24” to 73”. Units have 88 to 91 
per cent total efficiency rating. 

Extensive research was done on every compo- 
nent of the new TRANE Fan. Countless tests were 
run. New manufacturing processes were developed 
to duplicate the exact contours of precision-built 
test models. Result: A fan that brings improved 
performance to air moving equipment. 





EXCLUSIVE AIR CUTOFF 


In developing this new line of Airfoil Fans, a 
design feature of major importance is the new type 
of air cutoff. The 

sloping rolled de- 

sign of this cutoff ~ 

helps create a 

more uniform flow 

of discharge air 

and reduces recir- 

culation of air between the housing sides and fan 
wheel for quieter, more efficient fan operation. 


OLD STYLE CUTOFF 
With standard cutoff paral- 
lel to fan blades, definite | 
impact results as air leaves | 
the full width of blade, hits 
the full width of cutoff. This 
non-uniform air discharge 
sets up an objectionable 
sound that repeats at blade 
frequency. 


NEW TRANE CUTOFF 


The sloping rolled cutoff 

peels the air off fan blade 

edges; air from the inlet end 

of each blade contacts high- 

est point of the sloping cut- 

off. It intercepts the air 

along each point on the 

blade edge. As the last of 

the blade edge passes the lowest point of the cutoff, 
air from the inlet end of the next blade is already 
contacting the high point of the cutoff. The result 
is a continuous, smooth deflection of the air that 
is exceptionally quiet, with no “thumping.” 


ENTIRELY NEW BLADE DESIGN DEVELOPED 


Over a hundred different types of airfoil blade 
shapes were developed and tested. These included 
blades in a wide va- 

riety of sizes and 

shapes—some with 

camber and some 

without. 

This new TRANE Airfoil Blade has a very slight 
camber and a blade thickness that is 12 per cent 
of the blade’s chord. This relatively thick blade 
contributes to the higher fan efficiency. 
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AIRFOIL WHEEL WITH 12 BLADES 


Integrated with the blade design was the de- 
velopment of the Airfoil Wheel and determination 
of the optimum number and angle of blades within 
the wheel. Wheels with 

various numbers of 

blades were tested. When 

12 blades were used, it 

was found that the wheel 

operated most quietly 

and efficiently. It was 

also found that the 

sound generated by the 

12-blade wheel was of a 

higher frequency and 

could be more easily 

attenuated. 


The structural design of the wheel was proved in 
stress analysis tests. Wheels were run well above 
maximum design speeds without damage. 


INLET CONE AND WHEEL RIM DESIGN 
ELIMINATE POWER-WASTING EDDIES 


The inlet cone and wheel rim were designed and 
developed to work together. The design of the 
inlet cone permits smooth air entry with a mini- 
mum of shock and tur- | 
bulence. Power-wasting 
eddies are eliminated. 

The wheel rim reduces 
turbulence in the enter- 
ing air as it leaves the 
inlet cone. By matching 
the contour of the inlet 
cone, the design of the ® . 
wheel rim assures f | 
smooth, uniform air flow through the wheel. 


NEW MANUFACTURING PROCESSES DEVELOPED 


New manufacturing processes were developed for 
the TRANE Airfoil Fan to assure precise accuracy. 

Each blade is manufactured from a single steel 
plate which is formed around a die with the trail- 
ing edge electrically welded and ground smooth. 
This precision die-forming and grinding results in 
an unusually smooth blade that is duplicated 
exactly and consistently time-after-time. 
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The 12 die-formed blades are continuously 
welded to a formed side rim and hub plate. Rigid 
fixtures hold components in precise position and 
a backstep welding procedure is used to prevent 
distortion and to assure close dimensional toler- 
ances. The finished assembly is then mounted on 
a solid steel shaft and electronically balanced. 
The result is an unusually smooth-running, dur- 
able wheel. 


As a result of advanced TRANE development 
and engineering, the new Airfoil Fans are excep- 
tionally quiet in operation and are sturdily built 
to provide long life, trouble-free operation. 


ACCURATELY RATED 


All TrANE Airfoil Fans are accurately rated, 

carry the AMCA Certified Rating Seal. 
WANT MORE 

FACTS on the 

new line of 

TRANE Airfoil 

Fans? Just call 

your nearby 

TRANE Sales 

Office—or write | 

to TRANE, 

La Crosse, 

Wisconsin. 


For any air condition, turn to 


TRANE 


Manufacturing engineers of air conditioning, 


heating, ventilating and heat transfer equipment 


THE TRANE MPANY.LACR E.WIS.e RANTON MFG. PLANT. SCRANTON 

F £, TENN. © SALT LAKE MFG 

PANY OF CANADA, LIMITED 
ADIAN OFFICES 





latest news about sheet metal shop profits..... 


Lockformer—the name in sheetmetal forming Each is designed and engineered to give you 

equipment—now brings you five new machines the same dependable operation... the same 

to increase your shop’s production versatility long trouble-free service ... the same profit- 

and output. making shop-proven features you expect—and 
get—in all Lockformer Equipment. 





New Model 16 Auto-Guide POWER FLANGER 


Follows any edge you feed it, AUTOMATICALLY! Just turn up 
a starting flange, start the material through the machine and 
LET GO! Anyone in the shop can produce perfect flanges every 
time on inner or outer radii, irregular curves or straight edges. 
Forms a perfect %" flange on 16—24 gauge material. 


NOTE: Each of the Auto- 
Guide models turns a flange 
to match perfectly the 
Pittsburgh Locks produced 

on its companion Lockformer. 





New Lockformer Model 20 
Button-Punch SNAP LOCK MACHINE 


New Model 18 ’ , ; , : ; , 
Auto-Guide POWER FLANGER This new nine-station model is specially designed for commercial 

and industrial duct work . .. produces both the receiver lock and 
Lockformer Model 18 Auto-Guide Power bution-punched right angle flange on 20 to 24 gauge material at 
Flanger has the same profit-making per- speeds up to 65 fpm. Saves up to 50% assembly time on one 
formance features as Model 16, but is piece or two-piece ducts ...no hammer-over edge, no need for 
designed for lighter gauge work. It turns hand tools. Just insert the flange, give a push and...SNAP!... 
up \” flanges on 18—26 gauge material. the duct is complete, flush corners and all. 
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new machines from 


LOCKFO 


New Lockformer CLIPROL 


Produces government cup clips (pocket locks) 
uniformly and accurately at production speeds of 70 to 
80 fpm., and at very low unit cost. Saves up to 40% 

of the time and labor needed to 
fabricate clips by ordinary hand 
brake methods. Models available 

for 1%" and 1%” standing seam... 
22 ga. galvanized or .040” aluminum. 











New Lockformer SPEEDNOTCH 


Gangnotches without layout or 
scribing —up to 600% faster than 
by hand methods. The perfect 
tool to prepare ductwork to re- 
ceive government cup clip (pock- 
et lock), bar, slip or ‘‘S’’ and drive 
connections. Instantaneous setting 
for up to 5 notches in pieces up to 
16 gauge mild steel. Profitable 
even on a single-piece set-up. 


Write today for a complimentary 
copy of our new catalog ...with 
detailed specifications on the 
new machines shown above and 
complete information on other 
time-saving, money-making 
Lockformer equipment. The 
Lockformer Co., Dept. A, 
4615 W. Roosevelt Rd., Chicago 
50, Ill. In Canada: Brown 
Boggs Foundry & Machine 
Co. Ltd., Hamilton, Ontario. 


TIME SAVING, MONEY MAKING EQUIPMENT 
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Living Area Control 
Center provides a constant 
performance check. Indicates 
when collectors need washing. 
Permits remote operation of fan. 


The first ELECTRONIC 





Filter Flag® indicates at fur- 
nace or air conditioner and at 
the Living Area Control Center 
when the protective screen 
needs cleaning. 





Simple Washing Kit in- 
cludes everything the home- 
owner needs to wash the air 
cleaner collectors (normally 
once every three months), 


One-Side Access feature 
makes it possible to install the 
unit in any location. Clearance 
is required only for removal of 
the door assembly. 
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AIR CLEANER 


designed exclusively for the home! 











Here’s the profit package that introduces an entirely 
new concept in elegant living—the Self Cleaning 
Home! With this exclusive new air cleaner you sell 
many ideas ...less housework, fewer cleaning and 
decorating bills and effective removal of airborne 
allergy irritants. And, you offer builders a dramatic 
new sales feature . .. guaranteed to stimulate interest 
in their homes. Either way, the Honeywell Air 
Cleaner can help you beat the cost-price squeeze— 


and it’s good for your add-on business, too! 


The complete unit comes to you as a package and 
can be installed simply. You keep full profits because 
the homeowner performs the simple maintenance 
himself. The initial low cost of the Honeywell Air 
Cleaner is also an important selling point. And 
because it requires no plumbing and fits easily into 
any forced air system, it can be installed for up to 
$100 less than other units. 

Available in two sizes (20 x 25 and 16 x 25 in.), the 
Honeywell Air Cleaner is only 7 inches thick when 
installed in the return air duct. Handles up to 2200 
CFM (about 5% tons of cooling—220,000 BTU 
output, heating). 

Tests by the National Bureau of Standards’ Dust- 
Spot Methods prove that the Honeywell Electronic 
Air Cleaner traps from 70 to 95% of all airborne 
particles, depending on rate of air flow. By compari- 
son, standard mechanical filters have an efficiency 
range of from 5 to 8%; and charged media filters 
average less than 50% efficiency. 

For complete details on Residential Electronic Air 
Cleaning and for a free merchandising kit, call your 
nearby Honeywell office. There are 112 throughout 
the country. Or, write Honeywell, Dept AA-11-142, 
Minneapolis 8, Minnesota. In Canada, write Honey- 
well Controls, Ltd., Toronto 17, Ontario. Sales and 
Service offices in all principal cities of the world. 


Honeywell 


HONEYWELL INTERNATIONAL 

Sales and service offices in all principal cities of the 
world. Manulacturing in the United States, United 
Kingdom, Canada, Netherlands, Germany, France, Japan. 
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Featuring Chrysler's snap-in cooling 


With the new Chrysler Model 1254 for residential air 
conditioning, installations are faster, easier, less expen- 
sive than ever before possible. It’s factory-charged, fac- 
tory-tested, sothere’s no on-site refrigerant work. Simply 
run the armored line from the cooling coil to the con- 
densing unit...and snap it on. Takes only a couple of 
minutes, and a hole through the wall the size of a single 
brick. You’ll handle extra jobs... without extra help. 

The Chrysler 1254 also features the all-new “deep 
probe” motor guard, an overload protector wired direct- 
ly to the motor windings. It eliminates the need for four 
separate (and complicated) control components... in- 
creases reliability and simplifies servicing. 

Add to these outstanding engineering advances a cool- 
ing capacity of 35,000 BTU’s, and you have the most 
saleable system on the market. 








Featuring Chrysler's New Model 1140 


Built To Sell For Less Than $500 Plus Installation $ 





1 


really great news for your builder customers, Ang 
nty of sure sales for you, too. This high-quality, ldw- 
iced Chrysler residential « 1r commercial air conditioger 
is still another prem of Chrysler’s engineering ites 
ership. Fancy frills and extra weight are mut 
can count on Chrysler’s reliability and mifimum sefv- 
The 1140 delivers 33,000 BTUH — enéugh cool 
ol up to 2, 200 square feet of livfhg ace 
s Chrysler quality and eng§neering i 
‘e, too. This, plus the wondergul pr 00 ae 
te with confidence—less Li $500 pp 





n will put the Chrysler 1140 the ‘OP, of 
of Paget oth for 62. 


WITH CHRYSLER, Yop CAN BEA 


SHOW: OFF 


With High Quality and Low, Low Cost 


— =o = 





Featuring Chrysler's New Gas Furnaces 


Thefe smartl§-styled Lo Hi-Boy gas furnaces are ideal teammates for either 
the 1149 or tie 1254 air conditioners above. They’re available in four capaci- 
ties, from nite to 150,000 BTUH. All feature new step-controls for smoother, 





quieter starting. All have built-in bottom panels to eliminate grouting. And 
conveniently-focated knock-outs mean faster, easier installation. 

These furnaces are part of a newly-expanded Chrysler line of 34 gas fur- 
naces specially designed to meet builder requirements...competitively priced, 
with capacities from 50,000 to 200,000 BTUH. Call your Chrysler distributor 
today, and see Chrysler’s new line of quality air conditioners and furnaces 
for 1962. Or write us for your copy of ‘The Chrysler Line is the Quality Line.” 


CHRYSLER 


A Division of Chrysler Corporation 
Dept. J-111, Dayton 4, Ohio 
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WHAT'S HAPPENING... 





Program Events 


For RACCA 
Convention 


CHICAGO The Refrigeration 
and Air Conditioning Contrac 
tors Association National re 
ports that a tentative convention 
program has been set up, which 
now awaits final approval by the 
convention committee. Following 
is a program outline: 
Feb. 10 Board of Directors 
9:30 a.m. - 5:00 p.m. 
11 General Session 
10 :00 a.m. - 12:00 p.m 
2:00 p.m. - 4:00 p.m. 
Annual Business Meet 
ing and Elections 
10:30 a.m. 


Board of Directors 


12:30 p.m. 


Luncheon 

General Membership 

Luncheon and Installa 
tion of New Officers 


License Columbus 
Indoor Comfort Bureau 


CoLuMBUS, OHIO Official hi 
censing of the Indoor Comfort 
Bureau of 


Greater Columbus 


was celebrated recently during 
ceremonies held at the Press 
Club of Ohio. The Columbus 
bureau is the second to be 
formed in Ohio, the 15th in the 
United States. Membership in 
cludes dealer-contractors, whole 
salers, the Columbus and South 
ern Ohio Electric Co., and the 
Ohio Fuel Gas Co. Officers of 
Arthur R. 
Haire, Haslett Heating & Cool 


ing, Inc., president; Robert Tol 


the new bureau are 


Furnace Co., 
Louis A. Eff, 
Vorys Bros., Inc., 


liver, Crawford 
vice president ; 
secretary ; and 
Ben Levin, Midwest Roofing & 


Furnace, Inc., treasurer. 
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NOFI Discusses New 
Oil Heat Programs 


New York City New and 
expanded programs for the im 
provement of the oil heating in 
dustry and the promotion of oil 
heat’s advantages were described 
in a recent series of speeches by 
Werly, president, Na 
tional Oil Fuel 


Glenn L. 
Institute, Inc. 
\ddressing the memberships of 
various oil heating associations, 
Mr. Werly 


covering : 


discussed programs 
1) Education. NOFI has ap 
pointed a full-time education di 
rector Edward W. Garrison 

who will initiate special train 
ing programs covering manage 
ment, operations, sales, installa 
tion and service. Mr. Garrison 
was formerly training manager 


for the heating and air condi 
tioning division of Stewart-War 
ner Corp. 

2) Market research. One proj 

ect now under way, Mr. Werl) 
said, is de signed to give a picture 
of oil heating in national and 
local markets and typical region 
al markets. The study will take 
into account the nature of the 
competition in these areas and 
will analyze ways in which oil 
heat promotion has been success 
ful. 
3) Codes and ordinances. In 
cluded among the areas in which 
the institute has acted to better 
oil heat’s position to date, Mr. 
Werly stated, are building speci 
fications and air pollution regu 
lations. 


Mr. Werly 


groups to participate actively in 


called on local 


all programs to improve the oil 
heat picture. “Oil heat will move 
ahead,” he 


thousands comprising it as an in 


said, “only as the 
dustry work to better their indi- 
vidual firms in conjunction with 
NOFTs 


programs. Dealer-con 


tractors who are alert, coopera 
tive and active will forge ahead 
in the next period. So long as we 
work together to improve the 
over-all picture we have every 
reason to look forward with con 
fidence.” 


Offer AC Service 
Course at Chicago 
Trade School 


CHICAGO Air conditioning 


service classes are now being 
conducted at the Allied School of 
Mechanical Trades, Inc., under 
the sponsorship of the Refriger 
ation and Air Conditioning Con- 
tractors Association of Chicago. 
Chairman of the RACCA train 
ing committee is Guido F. Res 
tagno. Other members include 
M. S. Axelrod, R. 
W. L. Long, W. J. 
and W. J. 


gram has been endorsed by nu 


B. English, 
Monkerud 


Thebeau. The pro 


merous manufacturers and sup 
pliers, who have offered equip 
ment of all types for use in the 


training program. 


Mitchell Resigns 
As Chairman 
Of NJBSJD 


WASHINGTON, D. C. _-? 


Mitchell has resigned as chair 
man of the National Joint Board 
for the Settlement of Jurisdic 
tional Disputes, according to the 
Council of Mechanical Specialty 
Contracting Industries, Inc. His 


(Continued on page 22) 
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Detroit Observes Better 
Heating & Cooling Week 


DETROI1 “Better Heating & 
Cooling Comfort Week” was re 
cently observed in Detroit by 
prociamation of Louis C. Miri 
ani, mayor of the city. The pro 
gram was held under the spon 
sorship of the Better Heating 
and Cooling Bureau of Detroit, 
whose contributions to the ad 
vancement of comfort conditions 
within the home were recognized 
by the mayor at a special lunch 
eon held at the Sheraton-Cadillac 
hotel 

The bureau announced at the 
luncheon that it will now seek a 
comprehensive heating and cool 
ing ordinance together with ap 


plicable 


The mayor welcomed the bu 


licensing requirements. 
reau’s suggestion and offered his 
personal cooperation in this en 
deavor, according to BHCB. 
Mayor 


received 


Miriani read a tele 
from John B 


f Michi- 


congratulations 


gram 
Swainson, governor of 
gan, extending 
to the bureau for its “outstand 
ing program in the area of warm 
air heating and cooling.” 
Attending the press reception, 


in addition to manufacturers 


NJBSJD Chairman 


Resigns Post 


Continued from page 21) 


resignation, effective December 
31, was accepted on October 3, 
according to the council. The 
council states that Mr. Mitchell 
gave as his reason for resigning 
the fact that some associations 
would not abide by the board’s 
decisions and that others were 
attempting to render decisions in 


jurisdictional matters 


suppliers and government offi- 
cials, were representatives of 
such groups as the Detroit Edi 
son Co., Standard Oil Co., Michi 
gan Bell Telephone Co., the Bet 
ter Business Bureau, Michigan 
Consolidated Gas Co. and the 
Detroit Building Trades Council. 
\lso attending were represent 
atives of Detroit mewspapers, 
business magazines and local TV 


Stations 


Report Coming 
Rise in Social 

Security Taxes 
WaSHINGTON, D. C. Social 
Security taxes will be increased 
January 1, according to the 
Chamber of Commerce of the 
United States, and there will be 
further tax increases in 1963, 
1966 and 1968. The 1962 tax 
boost, the chamber says, is 
added 


Congress ap 


needed to finance the 


benefits which 


(Continued on page 30) 


Wilmington Builders ‘Well Pleased’ 
With Results of Cooling Campaign 


WILMINGTON, DEL Builders 
participating in the “Crowning 
Touch” year ’round central air 
conditioning program recently 
conducted in Wilmington, Del., 
were well pleased with results 
obtained, according to the Air 
Conditioning & Refrigeration 
Institute. ART states that during 
the first three months of the pro- 
gram, the nine builders originally 
identified with the project re 
ported combined total sales of 
approximately 225 homes featur 
ing “The Crowning Touch” for 
an aggregate return of more than 
$3,000,000, and estimated that 
approximately 75,000 visitors 
had been attracted to their sites. 

\t the conclusion of the pro 
gram, all the builders said they 
would participate in a_ similar 
project if opportunity were of- 
fered. They reached a number of 
conclusions based upon their in 
dividual experiences during the 
campaign. For example, one 
builder said he believes that cen 
tral air conditioning is a “status 
symbol” and that the industry 


could boost sales by devising a 
visible appurtenance giving evi 
Another thinks air 
conditioning should be “glamor 


dence of it. 


ized,” made more appealing to 
women on a basis other than that 
of physical comfort. Other sug 
better com 


gestions included 


munication between program 
promotors and builders, a larger 
advertising budget, and a dif 
ferent theme. 

During the campaign, the proj 
ect committee entertained a dele 
gation of power company ex 
ecutives from various parts of 
the country, explained the pro 
gram to them and took them on 
a tour of homes featuring “The 
Crowning Touch.” According to 
ARI, the visitors indicated they 
would gladly support similar 
projects in their own communi- 
ties. The association offers to 
interested in 
such a project with a coordinated 


provide _ utilities 
program, a complete package of 
ideas and material tested in the 
Wilmington campaign. 


(More news on page 26) 
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NOW! There is ONE BEST WAY to Humidify! 


= AUTO FLO 
MODEL 40 - 


POWER HUMIDIFIER 











Ee 


























All Steel Cabinet 

Mounts Flush on Plenum or Duct 
No Drain Connections Needed 
Precise Automatic Humidity Control 


Easy-Access Service Door 


Special Evaporator Filter Removes Wu: Ite 


Air-Borne Bacteria 





Entire Pump and Control Assembly 
Isolated for Easy Servicing 


Evaporates up to 6.4 Lbs. of Pure 
Water Vapor per hour 


MODEL 40-SW POWER HUMIDIFIER, is recommended for 
areas with very hard or Gomestically softened water. This 
unit has a solenoid controlled water supply and continuous 
drain which will flush away most mineral deposits 


—=—<. - 
Auto Flo Corporation AA-11 


12085 Dixie Street, Detroit 39, Michigan 


Please rush complete information 
[) NEW Auto-Flo MODEL 40 POWER 


HUMIDIFIERS [ Automatic HUMIDIFIERS 
( FUEL OIL FILTERS ( AIR FILTERS 


CORPORATION tim 


DETROIT 39, MICHIGAN — 





ADDRESS 


IN CANADA: 1305 WINDSOR, WINDSOR, ONTARIO = een 


eo om ame am eee aw cate ab eas en a 
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NEW! Just a few Honeywell — 
truck can handle up to 


ee if 


ee ee 
s i 


Now just a few controls instead of hundreds. Honeywell engineers selected and re- 
engineered 170 basic controls that do the job of 18,000 or more! Just a handful of TRADELINE Controls on 
your truck normally take care of up to 93% of all your service needs. 
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TRADELIVE controls on your 
3/0 of your service needs 


Eliminates extra trips for ee 


right controls...means more N EW, TOUG H 


money for you... better 


service to your customers STYRO FOAM 
Now Honeywell introduces a revolutionary new ap- | 
proach to eliminate the confusion in controls stocking. 


It’s TRADELINE—the new way to. streamline your 
control stock. 











Honeywell engineers selected and re-engineered 170 4 
controls that will do the job of 18,000. And do the job 2 is 


right! Since TRADELINE Controls will handle up to 


pe i 
: yon WE 
93% of all common control installations, you just : 
carry a few controls instead of hundreds. / 
ed 
‘ Oe en 


With TRADELINE Controls you can now afford to CONTROLS 
carry the right controls on your truck and eliminate 
extra trips and wholesaler pickups for controls. 

And, you can always depend on your wholesaler to 
have the right control if he stocks TRADELINE. 





The savings in time alone, by eliminating unneces- 
sary extra trips for the right control, will help put you 
in business with your initial stock of TRADELINE 
Controls. From there on, you’re making money, plus 


giving your customers faster, more efficient service. 


PROVED IN TWO-YEAR TEST! 
The TRADELINE idea of a few controls replacing 
hundreds has been tested for two years in the South- 
west with hundreds of dealers. It’s a proved way to 
increase your business. 





New idea in packaging. The Honeywell 
FIND THE RIGHT CONTROL IN Round, V80 and V81 gas valves, pilotburners, 

POCKET GUIDE thermocouples and the Y400 Powerpile pack- 
A new, pocket-sieed cress reference guide age are among the first T RADELINE Controls 
tells you instantly which basic TRADELINE to be nestled in handsome Styrofoam con- 
Control is needed. It’s available from tainers. Handy, neat, controls can’t be dam- 
your wholesaler. aged on truck. 





Call your wholesaler today and get him to assemble 
the proper TRADELINE Controls for your needs. 


* TRADEMARK i  _=_—=_ rai. 


THE NEW WAY TO 
STREAMLINE WHOLESALERS’ 
HONEYWELL 


AND DEALERS’ CONTROL STOCK \ a CONTROLS 


HONEYWELL INTERNATIONAL —Sales and service offices in all 
principal cities of the free world. Manufacturing in the United States, 
United Kingdom, Canada, Netherlands, Germany, France, Japan. 
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WHAT'S HAPPENING... 


Continued from page 22 





Urges Stepped-Up 
Apprentice Programs 


WASHINGTON, D. (¢ \ppren 
ticeship and its great importance 
to the 


future of the United 


States and its labor force was 
the subject of a talk given by 
\ssistant Labor 
Holleman at a recent 
meeting of the Washington 
Building Congress. Mr. Holle 


vointed out that during this 


Secretary of 


Jerry R 


the number of male 

is expected to increase 

percent, while the percent 
craftsmen needed in 


trades must increa 
25 percent 


Need Adaptable Workers 


Discussing the growing de 
nd for skilled workers, he ex 
that today’s 


employer 
efers a worker with a seund 
education. He wants some 
who can be retrained with 
difficulty for the 
1s being forced 
great rapidity to 
oduction and meet com 
Workers must be able 
while in the 


IT work careet 


anges 
in of the 
“This new 


steady employment has not been 


qualification for 
too difficult for the average 
highly skilled craftsman in_ the 


al} : 
especially ror 


| i! States. 
those trained through our formal 
ipprentice programs \ppren 
far the best wav 
ible workers for our 
technological age. And we have 
1 real problem facing us today 
in this respect 
‘By 1970 we will need about 
11 million craftsmen in_ the 
United States. We had about 814 
million last vear, but 


statistics 





show that the labor torce will 


lose 214 million in this decade 
such as 
That 


leaves the United States with the 


from natural causes 


death and_ retirement 
job of actually training 5 million 


new highly skilled men by 1970 


Where Will We Get Them? 


“Unfortunately, the people re 
sponsible in management and 
labor for apprenticeship pro 
grams the people who should 
be most concerned about an ade 
quate supply of skilled people - 
ire not meeting their responsibil 
itv. The sum total of our appren 
ticeship efforts is producing less 
than 40,000 apprenticeship com 
pletions a year which isn’t 
even enough to cover the num 


be Ts We lose 


from the trades 
We need at least 230,000 a year 

neet our goal of 11 million 
skilled workers. W< 


through apprenticeship programs 


need them 
because these programs provid 
skilled worket 
neans cooperation and 
a better understanding of ow 
manpower and economi 


What has been 


will not be good enough for the 


goals 


done in the past 


future 


Must Plan Ahead 


‘To 1 inagementl [ say 

ust replace the fiscal year out 
look with a five-ve . possibly a 
10-year outlook. You must keep 
looking ahead and take on more 
apprentices, though your fiscal 
outlook might not indicate the 


need for more workers next 


week or next month 


Continued n 


Fair Bidding 
Programs 
On Increase 


WasuHInGToN, D. C. Che 
Council of Mechanical Specialty 
Contracting Industries, Inc., re- 
ports that a fair bidding practice 
survey has recently 
pleted 


been com 
today 33 


fair bidding practice programs 


showing that 


exist and are being followed in 
areas of the 
country. Last year at this time, 
CMSCT states, 


as many major 
there were only 
20 such programs. The National 
Joint Cooperative Committee of 
the CMSCI 


Contractors has 


\ssociated General 
developed a 
guide for fair bidding procedure, 
according to the council, and, 
through its constituent groups, 
has been advocating this cooper 
ative approach to correcting im 
proper industry practices such as 


bid peddling and bid shopping. 


NFPA Revises 
Standards 
90-A and 90-B 


Evan, IL. \ 


changes in the 


number of 
National Fire 
Stand 
ards 90-A and 90-B are reported 
in the Sheet Metal and Air Con 
ditioning National 
\ssociation’s News Bulletin No 
128. SMACNA pomts out that 
NFPA 


issued 


Protection Association's 


Contractors’ 


holders of the two 


pamphlets, which were 
in 1955, may bring those stand 
irds up to date by inserting 
the changes outlined in_ the 
SMACNA bulletin. 

Among the revisions in pam 
phlet 90-A are the following: 

Section 114 (b) has been re 


(Continued on page W) 
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Fastening Fiberglas Insulation 
to Large-Size Ducts? 


SAVE TIME, MONEY and MESS‘ 
w™ MEW “POP” Rivet METHOD 


JUST 4 QUICK EASY STEPS: 


1 The Fibergias insulation is laid on the flat of the 
duct, and a series of holes is drilled through both 
the insulation and the metal duct. 


“Insul-Klips” are placed by hand over the protrud- 
3 ine Gist mandenk, Pointed tine of the mandrels 
this operation quick and easy. 


Reduces Installation Costs up to 50%! 


Compared with the old-fashioned way, this new ‘‘POP”’ 
Rivet method produces labor and material savings up to 
50%! The old method is slow and extremely messy. In ad- 
dition to cutting costs, the “POP’’ Rivet method does a 
better job by lessening the possibility of the insulation 
dropping off and clogging the duct. 


The ‘“‘POP”’ Rivets used in this installation method are spe- 
cially designed for this use and are equipped with a man- 
drel that does not break after the rivet has been set. 
Regular ‘‘POP”’ Rivets with the usual break-off setting man- 
drels are recommended for general duct and sheet metal 
work... wherever limited access calls for blind rivets that 
can be set with speed, ease and economy! 


UNIITED 


‘POP’ 


RIVETS . az 
eo 
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Send today for complete information . . . and test this fast, 
economical new method on your own jobs with this special introduc- 
tory KLIP-KIT. Contains 400 Insul-Klips, 400 special rivets in two 
different mandrel lengths, for insulation up to 2” in thickness. 
Can be set with your regular “‘POP’’ Hand Setting Tool. KLIP-KIT is 
available F.0.B. Shelton, Connecticut, for only $9.90, or through 
your local distributor. 


Genuine “POP” Rivets 
are available through 
a large network of 
distributors through- 
out the country. 


FASTENER DIVISION e UNITED SHOE MACHINERY CORPORATION 
2130 River Road, Shelton, Connecticut, U.S.A. 
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SOFIITE BY WHEELING i 


COP-R-LOY 


* 
















First 
hoice 


far!” 


—That’s what they’re saying all over America about 
Wheeling sorTitE Galvanized Sheets! For sorTiTE 
has everything sheet metal men want in a galvanized 
sheet. Here’s why: 
1. sorTITE sheets work easier because they are 
soft and ductile. 
2. sorTiTE’s galvanized coating is applied so 
tightly that it actually becomes a part of the steel 
base ...can’t flake or peel no matter how you 
twist or torture it. 
3. sorTITE, made of famed Cop-R-Loy, lasts 
longer . . . will give more years of extra service for 
your customer’s dollar. 
Get the full facts on dependable, easy-to-work 
sorTiTE Galvanized Cop-R-Loy Steel Sheets from 


your Wheeling man this week. Or write directly to 
our nearest sales office. 


IT’S WHEELING ( 
STEEL! 


WHEELING STEEL CORPORATION 


DISTRICT OFFICES: Cincinnati Houston St. Louis 
Atlanta Buffalo Cleveland New York San Francisco 
Boston Chicago Detroit Philadelphia Wheeling 


WHEELING CORRUGATING COMPANY swisidiary 


Atlanta Columbus Louisville New York 
Boston Detroit Martins Ferry Philadelphia 
Buffalo Houston Minneapolis Richmond 
Chicago Kansas City New Orleans St. Louis 


WHAT'S HAPPENING... 


Continued from page 26 





How NFPA Revisions Affect 
Warm Air Heating Dealer 


Continued 


vised to read: “Linings, includ 
ing vapor barriers, coverings and 
insulations shall have a flame 
spread rating not over 25 with- 
out evidence of continued pro 
gressive combustion and with a 
smoke developed rating not high 
er than 50. If the linings and 
coverings, including vapor bar 
riers and insulations, are to be 
applied with 
shall be tested 


such a hesives, or the adhesives 


adhesives, they 


as applied with 


used shall have a flame-spread 
rating not over 25 and a smoke 
developed rating not higher than 
— 

In Section 132, the next to the 
last sentence has been deleted so 
that this paragraph now reads: 
“Fire dampers, installed in the 
system, as required at other than 
shall be No 


16 U.S. gage steel in ducts up to 


fire wall openings, 
18 in. in diameter or greatest 
width, No. 12 U.S. gage on di 
ameters up to 36 in. or greatest 
width and No. 7 


ducts above 36 in. in diameter or 


U.S. gage on 


greatest width. Louvered type 
fire dampers as shown in Fig. 4 
may be constructed of No. 18 
U.S. gage steel, provided the in 
dividual louvers are not over 6 
in. in width and are stiffened by 
formed edges. Fire dampers 
listed by a nationally recognized 
testing laboratory may be used 
in accordance with the condi 
tions of listing.”’ 

Section 134 has been revised 
to include a requirement that 
fire dampers be provided on each 
opening through the wall of a re- 
quired enclosure of a vertical 
opening 

In Section 151 (a), a sentence 


has been added so that it now 


from page 26) 


reads: “Air filters shall be of ap 
proved types that will not burn 
freely or emit large volumes of 
smoke or other objectionable 
products of combustion when at 
tacked by flames. An evaporative 
cooler containing a combustible 
filter and water evaporation me 
dium, such as excelsior, shall 
not be used.” 

The most important change in 
pamphlet 90-B, according to 
SMACNA, is that the required 
clearance above and at the sides 
of the bonnet and plenum of 
listed automatic forced air or 
gravity 


a 250 F 


warm air systems with 
temperature limit con 
trol has been increased from 1 


to 2 inches 


Social Security Taxes 
To Be Increased 


(Continued from page 22) 


proved this year. The tax in- 
creases in 1963, 1966 and 1968 
will be required to pay for the 
benefits provided by earlier 
amendments 

The chamber points out that 
by 1968, the maximum tax will 
be $222 from each employee, 
plus an equal amount from each 
employer 

According to the Washington 
Report, published by the national 
chamber, “A new drive will be 
made next year to rewrite the 
original purposes of Social Se 
curity and expand its scope and 
costs greatly by including health 
care service benefits. Even the 
most conservative estimates by 
sponsors concede that this pro 
posal would cost more than a bil 


lion dollars a vear in new taxes.’ 


Architects, Engineers, 
General Contractors 
Approve ‘Chicago Plan’ 


WasHINnGTon, D. C. The 
Chicago chapters of the Ameri- 
can Institute of Architects, the 
Associated General Contractors, 
and the Consulting Engineers 
Council have recently approved 
the “New Chicago Plan for Sep- 
Bids,” according to the 
Council of Mechanical Specialty 


arate 


Contracting Industries, Inc. This 
plan has been under development 
under the sponsorship of the Co- 
ordinating Committee of the Me 
chanical Specialty Contractors in 
Chicago (electrical, heating, air 
conditioning, plumbing, ventilat- 
ing) and involves the taking of 
separate bids by the architect or 
engineer on heating, plumbing, 
electrical, air conditioning and 
ventilating work and the assign 
ment of the successful specialty 
contractor to the successful gen- 
eral contractor on the other 
phases of the work for the pur- 
pose of coordinating the job. 
The general contractor would be 
obligated to pay the price of the 


(Continued on page 32) 


Cites Need for More 
Apprentice Programs 


Continued from page 26) 
indicate that 
more than 80 percent of estab 


~Qur = surveys 
lishments that should have ap- 
prentice programs do not. 

“The productive potential of 
this country, growing by leaps 
and bounds, can absorb skilled 
men readily in the few short 
years ahead. I am of the opin- 
ion that many of the terms of 
apprenticeship are too long. In 
certain cases, four and five year 


(Continued on page 32) 
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| WHAT'S 


HAPPENING... 
| oH 
gt Why More Apprentice 


Programs Are Needed 





(Continued from page 30) 


FULL MARK-UP 


apprenticeships seem to me a 


v, 
©, ADDED SALES waste of time. 
y, LOW INVENTORY ‘Perhaps you wonder if we 


will really need all the extra 
COMPLETE LINE 


workers I have been talking 


about. Let’s consider the Greater 
Walton Humidifiers are the full profit ‘ ‘ . 
line with exclusive distribution assuring Washington area as an indicator 
full mark-up more profit in most 
nstances than from many highly com- 
petitive heating and ventilating prod- 
ucts and installations 


for building construction alone 


in the years ahead. Permits for 


A volume market exists in your area lew construction this year, ex 
for top quality humidifiers and Walton . . : ee 
has more than 25 years of humidifica cluding Federal construction 


tion manufacturing experience to attest 
its leadership and quality 


contracts, have been issued for a 


total valuation of more than 
There Is No Reason To $200.000,000 
Sell Less Than The BEST 


for over 6000 build 
Ings \uthorizations for school 
buildings in the area have a total 


USA made of USA materials 


lue of nearlv $13 million for 12 





new schools and 16 additions “You can’t afford to cut cor- 
[he Federal Government cur ners on quality if you’ve got 
rently occupies something like 31 a good reputation to main- 

peer ter i vero nillion square feet of office tain. That’s why | specify ‘ 
Fursaie todas Portable Models space, nearly half of which 1s good old USA brand names 
ae caseified as temporary or obso like Southern Screws. | can always rely 

{ Vie fan gg ee La ae ee on Southern's consistent top quality ‘ 
L Na as well as quick service from alert 

mulating plans to do something distributors.” 

Pac y toa Racy ol about this situation, and you can Southern has Types 1, 23, 25, F and 
= assume with some confidence that BF Thread Cutting Screws, in addition 
new construction will be one of to Types A, B, C, and BP Tapping 
the methods of alleviating the Screws. For every sheet metal fas- 


problem. I don't have to spell out tening job, call your Southern Screw 


distributor for fast 


what this means in terms of fu 





N.C. 


eae 


Dealers! Write Today ‘AL: . 
for Free Information Approve Chicago Plan 


ire jobs.” service on fine fasten- 
27 MODELS with rated output ers. Or write Southern 
with rated outputs 
from 242 to 24 gallons daily Screw Company, P. 0. 
Retailing from ......... $49.95 ik Box 1360, Statesville, 
a; 


7 


— Y Yay =— 4 For ape Bids 


scRtw COMPANY 
Nin | nitinucd rom page 30) a varevwess woern casouma 
LABORATORIES, INC. " 

















| 
| _— - 
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c o Offic 48 W shir *) ¢ , ° a, : 
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| ease send FREE information on ~ ° é 
Walton's program for building hu- 1¢ h the nm Ww ould bye handle d under Screws Machine Screws & Nuts Stove 
l midification sales plus the name of I > ; 
| the nearest Walton. Distributor | single contract. This is the first Bolts * Drive Screws * Carriage Bolts 
stridutor inquires eicome. . 
e that such a sweeping re Continuous Threaded Studs * Wood 
vame ° 
Scheie form in bidding procedure has Screws Hanger Bolts 
| a ——— ] been ACCE pted by all the maior Manufacturing and Main Stock in 
pow l oe ne ae Statesville, North Carolina 
ales elements in construction, accord 
I city State I ine to CMSCI Warehouses: 
L.. an enenenesenananasenqnenarenall ng to XL! New York © Chicago © Dallas © Los Angeles 
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OPERATES 
IN ANY POSITION! 


0 
NO LEVELING! 





. WA 
TheROBERTSHAW CléGante wall thermostat 
with the new Best switch...operates in any 
position, requires no leveling... 











Here’s how the 


LARGEST BUYER OF STAINLESS 
can solve your 
buying problems... 
Save you money 


If you think of Ryerson as a supplier of stainless steel, you’re only partly right. Because 
Ryerson is also a buyer of stainless—the nation’s largest buyer—and this fact holds important 
advantages for you. 


If your usual requirement can be met from stock, then Ryerson offers you these problem- 
solving advantages: 


1. As the nation’s largest buyer of stainless, we, of course, have the nation’s largest 
stocks with 2351 different types and sizes available for immediate shipment. 


. In our biggest-buyer relationship with the mills, we have ready access to the 
knowledge and skill of leading producers. So this help is readily available to you 
through Ryerson, coupled with the practical application experience of our own 
stainless specialists. 


if you are generally a direct mill buyer here’s how you gain: 
1. At no extra cost you can place your mill orders through Ryerson. 


2. You deal conveniently with local Ryerson men who take full responsibility for 
meeting your requirements. 


. As the largest buyer, we have a knowledge of sources and position with them 
that few other buyers can command. You eliminate source searching, paperwork, 
expediting, etc., when you concentrate purchases on one order to Ryerson. 


So whatever the size of your requirement, whatever the specification, you can count on Ryer- 
son for fast, dependable delivery. And tight Ryerson controls assure consistent high quality 
of all shipments. When you need stainless, call our nearest plant. 


JOSEPH T RYERSON 4 SON. INC... MEMBER OF THE Sandy STEEL FAMILY 


STEEL - ALUMINUM - PLASTICS - METALWORKING MACHINERY 
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Regular Safety Programs Earn Good Dividends 


NOT LONG AGO we were interviewing 
a dealer-contractor when the telephone 
rang. The call came from one of the com- 
pany’s servicemen. It scems that the serv- we 
iceman had skinned his shin while enter- 
ing a basement on a repair call. He wanted 


2. 
to know what doctor to report to, and if editorial 


someone would take over the rest of his 
calls for the day. 

Dealer-contractors all recognize this sit- 
uation as one they must occasionally cope 
with. There are several expenses involved 
here besides the cost of insurance: lost 
time for at least the rest of the day; transportation costs in moving another 
serviceman to cover the extra calls; interruption in scheduled work; the 
time that will be spent repeating the story next morning for the benefit of 
all who will listen; and the completion of accident forms, records and addi- 
tional trips to the doctor for observations. 


This particular accident could have been avoided if the serviceman 
had been trained to carry a flashlight with good batteries. The prevention 
of accidents lies in a continuous training program. Employees must be peri- 
odically reminded of the things that can happen and the steps they must 
take to prevent them. 


Dealer-contractors with whom we have checked and whose accident 
rate is low tell us they hold safety meetings as often as once a week — some- 
times for only 15 minutes — but safety is stressed, and stressed hard. 


Sometimes, according to these dealer-contractors, they hold tool and 
equipment inspection without notice, and insist that defective equipment 
be replaced or effectively repaired at company expense. Followup notes are 
made to see that these instructions are carried out. 


The best safety records are enjoyed by companies that encourage em- 
ployee suggestions for safety measures, and who actively use safety posters 
conspicuously placed as constant reminders. Safety can be practiced in the 
shop, on the job, and on the road. Programs that vary the emphasis have 
proven to get best results. 


There are many safety aids available to help reduce the hidden costs 
that add to overhead costs. One group, the New York State Sheet Metal 
Contractors’ Association, enjoys about a 45 percent rebate each year on their 
insurance premiums because they actively pursue an accident prevention 
program. Individual dealer-contractors, besides saving on direct overhead 
expense, can also save on their annual insurance premiums if they can lower 
the number of claims they must file. 
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How Effective is Your 


When used to support your sales promotion 
program, the news release not only gives the 
company identity in the field it serves, but al- 


so brings inquiries from new prospects 


“Use THE USER” has proven to be 
an effective sales theme for many 
dealer-contractors. but Arthut 
Liles, Western Gas Heating and 
Air Conditioning Co.. Birming- 
ham. Ala.. has added to this 
maxim. It now reads. “Use the User 
and Use the Newspapers Too.” 
The combining of these two sales 
promotion tools satisfied cus- 
lomers and newspapers has been 
responsible for a number of non- 
competitive sales, has helped in 


identifing the company’s position 





in the field it serves. and has been 
fundamental in reaching a $150.- 
000 annual volume. 

The newspaper publicity consists 
of news. stories published by a 
local newspaper on its industrial 


page. 


Dual Benefits of Publicity 


Usually the article concerns some 
installation made by the company. 
This not only gives the company 
publicity, but also stimulates pride 
on the part of the customer whose 
heating or air conditioning plant 
is featured. He enjoys the com- 
pliments paid by friends and 
neighbors. 


The news releases are hased 


TYPICAL OF ILLUSTRATION used 
in newspaper articles is this photo- 
graph which illustrates the actual 
job being described 
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Newspaper Publici 


around a single feature that is 
worked in as a component of the 
overall comfort provided by a yeat 
‘round = air 


conditioning system, 


either for a new house or the 
modernization of an existing heat- 
ing system. Each news release is 
accompanied by a 9 x 12 glossy 
photograph which permits the edi- 
tor to provide an illustration with 
the article. 

One recent news release used a 
photograph of a lady customer and 
Bill Robbins, one of Western Gas 
Heating Co.’s sales engineers, go 
ing over the new year ‘round air 
conditioning equipment; the sales 


man is explaining how the con- 
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densate pump handles the water 
removed from the air during the 
cooling season. The text of the arti- 
cle explains the equipment and its 
application to a well-designed air 


conditioning system. 


Company Skill Brought Out 


The company name is worked 
into the news release as often as 


is practical, without being too com- 


mercial in tone. The extent of the 


companys services and its facili- 

ties are also touched upon. 
Concerning the extent of the 

company's facilities, one phase of 


operation is played up in each 


ty? 


article. One time it may be the 
24-hour service operation, Another 
time it may be the large inventory 
carried, or the size and _ skill of 
the installation staff ready to serve 
Western Gas Heating Co.'s cus- 
tomers. 
Another 


carried the story of electrostatic 


recent’ news release 
air cleaning equipment, its effec- 
tiveness in removing dirt, dust and 
bacteria. An accompanying photo- 
sraph showed a sales engineer in- 
structing the customer in its opera- 
‘ion and maintenance. 

\ third release carried a list of 
six customers (representing each 


major segment of Birmingham’s 


TABLE TOP MODEL projector aids Arthur Liles (left) 
to explain to a prospect the work that is needed to 
provide a well-designed year ‘round air conditioning 


system 





continued... 


Using the News Release 


As a Sales Promotion Tool 


vrowing housing areas). all of 


whom had recently installed year 
‘round air conditioning similar to 
that illustrated (photo represented 


The 


news item also carried the photo- 


a typical neat installation). 


graphs of Western Gas Heating s 
owner, Arthur Liles, and one of its 
sales engineers, Bill Robbins. 
Variety is added to the news 
releases by occasionally producing 
a release that has a different ap- 
peal. that of technical or mechani- 
cal interest. Such an article de- 
scribes the technique of fabricat- 
ing ductwork that is airtight, se- 
curely supported and designed to 
match the requirements of each 
job. Other that 


proven of interest to the technical- 


subjects have 


ly minded prospect cover air filtra- 


tion. air sterilization. humidifica 


tion, equipment capacity, ete. 
Inquiries from prospects lead to 


elting that will 


an appointment 


rive the salesman time to ade 


quately explain the features of a 
well-designed system. To help in 
this explanation, a 9 x 12 in. 
portable projector is used. Photo- 
graphs used for illustrations are 
taken of actual installations by 
the sales engineers. A photograph 
album is also used to show typical 


homes that have been air condi- 
tioned by the company. 

This rounded out sales promo- 
tion program and follow-up helps 
to keep costs per sale low, and 
also supports the other sales pro- 
conducted 


motion programs 


by the company. 





IN PREPARING the news re- 
lease for the industrial page 
of your local newspaper, 
publicize services, facilities, 
features, etc., of your com- 
pany which are most apt to 
bring inquiries from pros- 
pects. 

® For subject matter, choose 
a recent installation handled 
by your company; this gives 
your company publicity, and 
also stimulates pride on the 
part of the customer whose 
installation is featured. 

® Provide the newspaper 





Tips on Preparing a News Release 


with illustrations at the same 
time you send in your re- 
lease. 

® Work the company name 
into the release as often as 
is practical. 

® Touch upon company serv- 
ices and facilities; however, 
play-up only one phase of 
operation in each article. 

@ Use a variety of appeals. 
For example, one article 
might be directed to those 
interested in the technical or 
mechanical aspect of an in- 
stallation. 








Ghost Families Working for Science 


1959. two ‘ghost”’ 


families have 


been gaged in 


used to provide data on heat losses in residences ing 


The research project ts located in St 


ind has as its objective the 


lated versus actual heat 


radiation and internal heat on the 


verification of calcu 
losses, the effect of 


heat demand of 


Paul, Minn 


solar 


various activities common t 


house and a basement 


normal li 


The test houses are one-story buildings, 1100 sq 


ft in size with a crawl space under a portion of th 


ble 


under the remainder. 


the buildings, performance of insulation, comfort 
levels, heat requirements and heat losses from bas« 
ments, value of insulating sheathing and other fa 
tors influencing total heat loss 

The ghost families are employed to provide con 
rolled conditions, simulating actual occupancy by 
an average family of four persons. The living hab 
its are automatically electron 


levice which 


unces and certain small heaters that simulated bod) 


controlled by an 


turns on and off all major 


apph 


heat equa that given off by actual persons en 


tricity is used as the source for adding heat as this 


fuel can be very closely measured. An_ outside 
weather station records wind direction, velocity, 
air temperature, and solar radiation. 

Current evaluation of data obtained shows that 
actual energy used for heating is 29.3 percent less 
than the calculated heat loss based upon standard 
methods of computation. 

The portion of the study dealing with solar ra 
diation showed that on clear, sunny days, the total 
heat demand was reduced about 10 percent as com 


pared to cloudy, overcast days 
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By Ralph Taylor 


General Controls Co. 


¢ 


RVICE CLINIC 


How Self-Generating 


Power Circuits Are Serviced 


Critical resistance of thermocouple 


generating systems requires a step by step 
procedure to locate 


contributing factors to a malfunctioning circuit 


[HE BASIC PRINCIPLE of generat 
ing electric power by applying 
heat to a thermocouple is recog 
nized by all trained servicemen. 
But service calls that are due to 
the equipment’s failure to per 
form as designed can often bi 
traced to a lack of periodic main 
tenance, Thermocouples are 
sometimes connected in_ series, 
in the form of a multiple pilot 
generator, where current generat 
ed by each thermocouple is added 
to that of other thermocouples to 
develop a value of from 250 to 
700 MV. This small amount of 
electricity may be compared to 
the power in a small flashlight 
battery (114 volt direct current ) 
which has about double the volt 


age of some pilot generators 
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The components of a millivolt 
control system (Fig. 1) are: 

1) The pilot generator the 
power source from 250 to 700 
MV with an open circuit reading. 


2) The thermostat 


a switch 
in the circuit. 

3) The gas line valve the 
power load to be handled by the 
pilot generator system. 

+) The circuit wiring con 


ductors for millivolt electricity. 


Need Millivolt Meter 


Checking out a pilot generator 


system requires a millivolt meter 


and a checkout sheet or service 


manual. The procedure recom 
mended is as follows: 


1) Thermostat check 


Since the thermostat is the only 
part of this system that is easily 
accessible, it is common practice 
to start there. 

a) With the millivolt 
check at the thermostat to see 


meter 


if the generator is developing 
the required power. This is an 
“open circuit” reading with the 
thermostat adjusted for a setting 
below room temperature. The 
thermostat contacts must be open 
for this test, which is to establish 
that the pilot is burning and 
generating power. This test does 
not establish the performance 
of the pilot generator or the 
quality of the wiring. 

b) Turn the thermostat until 
(80-85 


the contacts are made 


I’). Touch the millivolt meter 








THERMOSTAT 
10 MV OR LESS 


HIGHER READ 
INGS MEAN DIRTY CON 
TACT OR DEFECTIVE NIT 








THERMOSTAT 
NOTE ALI 
READINGS AND 
METER CHECKS 
MUST BE MADE 
WITH THERMO- A 
STAT TURNED 


ON AND CALLING (l 
FOR HEAT 
PILOT 
GENERATOR 























JUMPER IF LIMIT 
CONTROL NOT USED 








SIX TERMINAL 


WIRING LOSS GAS VALVE 
50 MV OR LESS 





PG POWER LOAD 185 MV 
OR MORE 


HIGH 

ER READINGS MZAN 

POOR WIRE SPLICES. 
4 


LOWER READINGS MEAN 
LOW PILOT FLAME DUE 
TO DIRT OR MOUNTING 








1 = MILLIVOLT METER readings that should be found when testing a 
self-generating control circuit. Possible causes for failure to achieve 
anticipated reading are listed adjacent to related terminals 


Service Clinic 


continued... 


probes to the two thermostat wire 
terminals. A reading of 5-10 M\ 
indicates a good thermostat. A 
reading of zero MV may indicate 
a breakdown at the generator or 
a loose screw, splice, or connec 
tion. If a zero reading is ob 
tained, check connections at ter 
minals. If the millivolt meter 
reading is high, check the ther 
mostat to see if it contains a heat 
anticipator. 

[f a heat anticipator is used, 
check it against the recommended 
combination of thermostat, antic 
ipator, and generator. It is pos 
sible that the incorrect anticipator 
1s being used. If the correct 


2 CLOGGED or 
burned bleed tubes 
must be removed 
and cleaned before 
a main gas valve 
will perform its 
proper function. 
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anticipator is being used, clean reading 


the thermostat terminals and con 


tacts. ue , RING 


c) If meter reading indicates a) Check the 


satisfactory performance of the 


in the thermostat wiring. 


pilot qenerato) 


pilot generator wiring with the 


Mean a pool replace it so that its tip ts ad 
jacent to pilot generator, but not 


in the flame. 


resistance of the c) If after checking all of the 


preceding points, the valve. still 


thermostat, turn the dial to a thermostat contacts closed. This will not open, it should be re 


higher setting to continue to call 


millivolt meter reading should be 
for heat throughout the remain 185 MV or more 


placed. 
the higher, 


der of the test the better. If lower readings are 


found, clean the pilot orifice. If 


Start Check at Valve 


check generator location in rela 
lhe next step in diagnosing an lion to the main 


taulty operation is to check th Be sure that 
equipment at the furnace. Start ame does 


with the gas line valve. 


) 


generator or 


pilot Han e appears lo be correct, 


impinge on it. If 
) Checking the main gas valz the above conditions are found, 


Rely on Catalog Data 


Many of the controls now be 
ing manufactured are of the com 
burner flame bination type. In a millivolt svs 
main burner tem, any of the new controls 
envelope the would be checked in a manne 
similar to that described here. 
Valves of a different size or shape 


a) Check wiring between thi it is possible that the generator are tested in the same manner. 


thermostat and pilot generator; 
take millivolt meter readings of 
the thermostat wiring with the 


thermostat contacts closed. This wire to see 


reading reflects resistance of the each time the 


thermostat, plus the resistance of 


the connecting wiring. is normally 


50 MV is usually satisfactory. 
( Refer to service check out sheet 
or service manual for specifi 


readings of various makes.) A 


has been burned out. 


ings are found, loosen thermostat 


valve “clicks” 


attached. 

\ reading of approximately b) If a click is heard, but the 
main valve does not open, loosen 
the bleed tube (Fig. 2) and blow 
through it. If it is clogged or 


burned in any way, clean and 


lf there is any doubt that a valve 


If satisfactory generator read may be other than a _ millivolt 


type, it can be properly identified 
by a catalog number. Write down 


wire is touched the numbers and check them 
against the terminal to which it 


against a catalog or instruction 
sheet for positive identification. 
This paper was presented by 
(zeneral Controls Co. at a mem 
bership meeting of the Institute 
of Heating and Air Conditioning 
Industries in Los Angeles. 


Furnaces Match School Requirements 


INDIVIDUAL FURNACES have been installed to serve 


the new 20 classroom Dry Hollow Elementary 
School at The Dalles, Oregon. In addition to sepa 
rate furnaces for each classroom, horizontal and 
duct furnaces are used in the combination gym 
nasium-auditorium, cafeteria, kitchen, dressing 
rooms and administrative areas 

Highboy furnaces were used for each classroom 
and are located in furnace rooms placed outside, 
but adjacent to each area served. The furnace 
rooms are placed opposite the partition wall for 
two classrooms, located under exte nded roof over 
hangs and weather protected. The furnace rooms 
have been built large enough to accommodate two 
furnaces, one for each room served 

Ductwork supplies heated air to an overhead 
system, with one central return opening located 
near the corner of the room adjacent to the fur 
nace. The short return duct contains a damper to 
regulate the quantity of air returned to the furnac« 
for recirculation 

Positive exhaust is achieved by individual roof 
1200 cfm 
each classroom at all times during the period heat 


ventilators. Outside air is supplied 


is required by the thermostat. There is one thermo 
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stat for each room. Automatic dampers wired 
to a separate blower circuit are used to provide 100 
percent outside air on days when heat is not re 
quired. 

\ll lavatories, dressing rooms and kitchen air is 
exhausted through ventilators located on the roof. 

The school is of frame construction built on a 
concrete slab floor. Windows are of the fixed alu 
minum sash type. Insulation, both in the ceiling and 
walls is 2 in. blankets. Design temperature is minus 
10 F with heat loss calculated at 47,000 Btuh for 
corner classrooms and 37,000 Btuh for inside class 
rooms. Cost of the entire 20 classroom school was 
$494,063, at an average cost of $12.10 per square 
foot for the 40,881 sq ft building. 

The use of residential size furnaces for heating 
schools is growing in favoritism throughout the 
country with school boards because of the economy 
of initial operating and maintenance costs. 

Other advantages offered by forced warm air 
heating systems include quick warmup of class 
rooms in the morning without the need for special 
attention by a trained heating attendant (or build 
ing engineer), no lingering heat lag and adequate 
introduction of tempered fresh air at all times. 





How to Make Your Sales 
Demonstration Appealing 


...in the home and on the showroom floor by 


SOME YEARS AGO, a damaging ru- 
mor threatened the existence of 


the Philadelphia Bulle- 


tin. The newspaper, it was whis- 


Evening 


pered, was going downhill. Read- 
ers were deserting the Bulletin be- 
cause it carried too much adver- 
tising. not enough news. 

began to 
the edi- 


newspapel 


Even as advertisers 


talk 


torial 


about cancellations. 
board of the 
called = an 


emergency meeting 


Something had to be done 


quickly. 
But what? The answer came in 
an inspired flash of insight. 
The Bulletin excerpted all the 
reading matter 


from one of its 


regular editions—exclusive of ad- 
vertisements 


a 300 


and published it as 
book called “One 


Day.” Copies of the volume were 


page 


sent to advertisers. 
Black on 


hard covers, the Bulletin proved 


white and between 
its point beyond a shadow of a 
doubt. It proved that it offered its 
fea- 
tures, daily, as would occupy the 


be 0k 


and at a 


readers as much news and 


costing several 


cost of 


pages of a 
dollars, only a 
few cents. 

The rumor died in its tracks. 
Why? Because the Bulletin knew 
that the 


message 


swiftest way to get its 


across was to dramatize 
it. It could have issued vehement 
denials or cited impressive figures. 
but words and numbers are often 
distrusted and can be dismissed. 
On the other hand, “Seeing is be 


lieving.” 


directing your proposal toward 


the prospect’s senses of sight and hearing 


The moral here for the salesman 
is: the more dramatic you make 
the 


vincing your sales message be- 


a demonstration, more con- 
comes. A prospect is more inclined 
to believe what he sees with his 
own eyes or feels with his own 


hands. 


Remove Skepticism 
Many 
skeptical. 


“disbeliever” 


people are 
Thev have a 
that 


discounts the value or importance 


naturally 
built-in 


automatically 


of anything novel. As a salesman, 
you are frequently the bearer of 
precisely what condi- 


they are 


tioned to resist—news. 
Demonstration helps you resolve 
this “conflict of interest”—in your 
favor. It enables you to prove that 
what you claim for your product 
true. It makes the 
to offer vivid 
so that the desire to own them is 


or service is 
benefits you have 
heightened. It whets the customer's 
appetite. It lights a bonfire under 
him. It spurs him to action. 

It should do all this. Often, it 
doesn’t. But it can providing that 
it’s given a dramatic shot in the 
arm. 

Every demonstration is an ap- 
proach to showmanship. However. 
you can demonstrate your prod- 
{and hope that 


your prospect has an active imag- 


uct prosaically 


ination) or, on the other hand, 
you can apply reasonable theatri- 
cals to get 


your message across 


with maximum impact. 


At your disposal are four eaget 
allies, your prospect's eyes, ears, 
Without 


tion, effective demonstrations sell 


hands and nose. excep- 
the senses as well as the mind. To 
Make Him See It—As the first 
step in a prepared demonstration, 
keep in mind that everybody en- 
joys a good show. We like to see 
action happening, in action. In- 
psychologists have 


yo 
85 


deed, found 
that of all the 
things we ever learn are learned 


over percent 
through the eyes. 

The salesman who trains him- 
self to think in terms of “What 
can I show my prospect that will 
jolt his interest?” is well on his 
way toward eliminating one of his 
customer in- 


greatest enemies 


ertia. 


Use a Simple Demonstration 


Consider, for a moment, a 
young engaged couple who visited 
a china shop. The groom-to-be 
never before had any interest in 
china. He wandered non-comittal- 
“but 
seeing not.’ His fiancee obviously 


ly about the store, looking 


knew a great deal more about 
china, but the salesman correctly 
assumed that since the man would 
be paying, he might want some 
assurances about the quality of 
the product. 

The salesman decided on a sim- 
ple demonstration. He took a cup 
from an expensive set of Wedg- 
wood bone china, placed it on the 


floor and stood on it. The fragile- 
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looking cup supported his weight. 
He picked up the cup and handed 
it to the young man without a 
word. This visual proof of bone 
china’s strength struck home. The 
sale was made. 

That salesman knew his wares 
and how to prove superior quality 
to a prospect who knew very Little 
about the product. His dramatic 
demonstration seized the young 
man’s imagination and kindled in- 
terest where it didn’t exist before. 
How? Through the eyes. 

“People can’t ‘pooh-poolh’ what 
they see with their own eyes.” says 
an insulation salesman who waited 
for the first snowstorm of the year 
before 


revisiting a particularly 


obstinate prospect. He wasted no 


words as the man opened the door. 
“lm from the A-B-C Insulating 
Co. Come out and look at your 


roof. There’s no snow on it.’ 
Grumbling, the prospect took a 
look. “Okay.” he said, “there’s no 
snow on it. So what?” 
“Just this,” 


man. “Look at your neighbor's 


answered the sales- 


roofs. Each is covered with snow. 
They aren't paying heating bills 
to melt the snow on their roofs. 
Your heating bills must be about 
15 percent higher than theirs.” 

This was the type of demon- 
stration the prospect could under- 
stand. He invited the salesman in. 
The salesman showed him how in- 
sulation would help him cut his 
annual heating bill and the sale 
was made. 

Visual demonstrations need not 
be confined to tangibles. Frequent- 
ly, all it takes is a little thought to 
translate an “invisible” benefit in- 
to an eye-opening selling point. 

An insurance agent doesn’t just 
talk about the monthly check the 
family will receive after the family 
provider is gone. He whips out 
12 checks, places them before the 
husband and says: “Wouldn’t you 
like these 12 checks sent to your 
daughter every year for 10 years 
after you’ve gone?” 

This is powerful selling, and few 
prospects react to it in any way 


except positively. 
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Offer the prospect a wide choice of similar products. Explain 
the advantages of each and invite them to examine for them- 
selves the construction and ease of operation 


Many 


that are not portable, for example 


salesmen sell products 
large machinery, furnaces, diesel 
engines, ete. Their solution 

miniaturization. A compact, work- 
ing model of what you sell not 
only hammers home your point, 
but it also has a novelty appeal 
which helps you and your prod- 


uct be remembered. 


Blueprints Also Effective 


When 


feasible, more than one company 


miniaturization is not 


has found that photographs, film 
strips, slides, or blueprints of their 
products can be almost as effec- 
tive. 

To Make Him Hear It 


ond step in the 


A sec- 
demonstration 
process employs the prospect’s 
listening powers. Only in a few 
fields is the customer's sense of 
hearing appealed to regularly. The 
man who is considering buying a 
house is encouraged to rap on the 
walls for aural proof of sturdy 
construction. Crystal is tinkled rev- 
erently in the stylish department 
stores. “Listen to that motor purr,” 
say automobile salesmen. Radios 
and television sets are turned on 
for the prospect’s appreciation. 
Yet. the surface has barely been 


scratched; because the sense of 
hearing is neglected in most dem- 
onstrations, it represents almost 
virgin territory for the alert sales- 
man. 

A salesman for a lubricant man- 
ufacturer, for example, always 
carries a stethescope along with 
samples of his product. Comes 
demonstration time, he invites 
prospects to listen to the quiet op- 
eration of his product in action. 


The New York 


for a soundproofing materials com- 


representative 


pany arrives in a prospect’s office 
with a portable tape recorder. 
First, he plays a tape of the sounds 
heard in a customer's office before 
the installation of his ceiling-—bed- 
lam. 

Then, at the same volume, he 
plays a hushed “after” tape. When 
the dramatic difference has sunk 
in, he spins a third tape—a play- 
back of the noises recorded in the 
prospect's own outer office just 
minutes before. “I seldom have to 
add much to that demonstration,” 
the salesman reports. 

It has been the experience of 
one automobile dealer that the 
salid slamming of a car door can 
go a long way in establishing a 
quality 
mind. 


image in a_ prospect’s 





PRACTICAL SOLUTIONS 


TO 


AIR CONDITIONING 
PROBLEMS 


By S. W. REID 


Air Conditioning Engineer 


Gilbert Associates, Inc. 


How Attic Ventilation 
Cuts Operating Costs 


Reduction of temperature difference between attic 


and underside of ceiling can lower operating costs 


as much as eight percent 


[HE RESIDENTIAL cooling load is 


comprised almost entirely of 


heat which originates outside the 
building and enters through the 


four walls and roof. Of these 


hive exposed surfaces, the root 
1s potentially the large st con 
tributor due to its angular rela 
intense } 


tionship to the rays of 


the sun 
From the standpoint of pro 


tection from the elements, a flat 


roof is quite adequate. However, 
from the standpoint of summer 
heat gain, the flat roof is not so 
desirable as a roof pitched above 
a ceiling to form an attic space 
True, heat gain through a flat 


roof can be reduced by the appli 


cation of insulation on its upper 
surface, but the type of material 
which has sufficient strength to 
vithstand 


crushing by persons 


valking on it is rather expensive 


for residential use. Further, if 
the insulation is applied below a 
Hat roof between the roof beams, 
it may serve as a vapor trap in 
the winter. Vapor travelling up 
will con- 


through the imsulation 


dense on the underside of the 
roof and may cause deterioration 
of the roof material. 

Finally, since for a flat roof 
there is no practical means for 
reducing the temperature differ 
ence between the hot outer roof 
surface of the 


surface and the 


ceiling below the insulation, the 
insulated flat roof will transmit 


more heat into the house pet 
square foot of ceiling area than 
will a pitched roof with an insu 
lated ceiling as we shall describe 


The 


pitched roof consists of shingles 


conventional — residential 
applied on top of wood sheath 
ing. The 
keep out 


shingles, of jurse, 


wind and water, but 
since there is little solid material 
to stop the passage of heat, the 
air in the attic space enclosed by 
the roof and the ceiling below 
becomes quite hot as compared 
with the temperature of the am 
bient air. Studies have shown 
surface of a 


that on the outer 
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south facing roof, temperatures 
can reach 175 F, and that coinci 
dent attic-air temperatures rang 
ing between 120 F and 130 F are 
not unusual. 

Not too many years ago home 
builders paid very little attention 
to attic heat gain. About the only 
recognition they gave it was in 
providing windows of one type 
or another in the attic space so 
that the owner could get some 
relief by opening them to take 
natural air cur 
Little, if 
was used since heating was the 


advantage of 


rents. any, insulation 


main problem, and solid fuel 
was relatively inexpensive 
As the Huid 


fuels for residential heating in 


availability of 


creased, builders looked to insu 
lation to make operating costs 
more competitive with solid fuel. 
The attic was the logical choice 
for insulation since application 
was simple and fuel savings 


were relatively high 


Study Ceiling Heat Gain 


The promotion of residential 


air conditioning has brought 
with it an accelerated interest in 
insulation and other load reduc 
tion measures that can be incor 
porated into a building with eco 
nomic justification. Many studies 
have been made to determine just 
what these measures are. One 
study was conducted during the 


1956 in the Warm 
] 


summer of 
Air Research Residence No 
at the University of Illinois. The 
objective was to determine the 
relationship between varying 
amounts of forced attic ventila 
tion and heat gain through the 
ceiling below. 

The test house was a single 
story structure of frame con 
struction having a black asphalt, 


shingled, gable tvpe roof extend 
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ing east and west. A 1 in. 
with 16 
extended along the entire soffit 
of the 


vent 


covered mesh screen 


north and south eaves. 
This had a gross area of 6.25 sq 
ft. In addition, there were gable 
vents of 0.92 sq ft area, each 


When the 
attic ventilation fan was installed 


covered with screen. 
in the east gable, the east vent 
was closed to prevent short cir 
cuiting of the air flow. 

The total free area of all the 
attic vents was calculated to be 
The total attic 
including 


about 3.6 sq ft. 
volume, overhangs, 
was 1663 sq ft., and the net ceil 
ing area from plate to plate was 
1040 sq ft 


Ceiling Hs Gain 24% 


Che house was insulated with 


3 ¥% in. blanket-type, mineral 
wool in the walls and sufficient 
in the ceiling to produce an over 
all U value of 0.07 Btuh/sq ft, 
F. Based upon the method of 
Manual 11 published by the Na 
Warm Air 


\ir Conditioning 


tional Heating and 
Association, 
the design cooling load for the 
house was 22,500 Btuh at 95 F 
outside and 75 F inside. Of the 
total, 17,300 Btuh was 
heat gain, and 4160 Btuh of this 
enters through the ceiling. 


sensible 


The test program was divided 
into three series each having a 
different The 
actual air flows were 625, 1030, 


ventilation rate. 
and 1560 cfm representing 0.60, 
0.99, and 1.50 cfm/sq ft of ceil 
ing area. Data covering the ef 
fect of 


natural ventilation had 


been gathered in previous ex 
periments in the research resi 
dence and was used to calculate 
that the was 200 


cfm for a 35 deg difference be 


natural rate 


tween attic and outside tempera 


tures 


TEMPERATURE, F 


MAXIMUM ATTIC 
(OUTDOOR 


re) 


AVERAGE ATTIC 
(OUTDOOR MOT 85F 


36 
re) 


CEILING AREA 
1 EFFECT OF ATTIC ventilation 
rate on maximum and average 
daily attic temperatures on a de- 
sign day 


Fig. 1 contains one result of 
the tests. It shows how the attic 
temperature is reduced by in 
creasing the air flow per sq ft of 
ceiling area. The mass of data 
taken it possible to plot 
two curves, the upper for the 
where the outside air 


made 


condition 
temperature is at its design value 
of 95 F, and the lower for the 
actual condition on a 95 F day 
where the outside air tempera 
ture averages at 85 F. The upper 
curve shows that the attic tem 
perature under sustained maxi 
mum conditions can be dropped 
from about 130 F with no forced 
ventilation to about 108 F with 
The 
curve shows a 
104 F to 


a corresponding in 


a flow of 1.5 cfm sq ft. 


lower (average ) 
reduction from about 
88 F for 
crease in ventilation. 

It is interesting to note in Fig. 
1 how the lower curve begins to 
Hatten out as the cfm/sq ft is 
This 


pre ach, but will 


increased. curve will ap 


never quite 
reach, the 85 F line since, no 
matter how much air at 85 F is 
moved through the attic, it will 
be impossible to cool the attic to 
85 F so long as heat is entering 
roof at the 


through the same 





TEMP " F) 


Solving Problems 
continued .. . 


time. For conditions represented 


by the lower curve, the point of 
diminishing returns is reached at 
ibout 1.5 cfm/sq ft; any increase 
bevond about 2.0 cfm/sq ft will 
a noticeable reduc 
The 


also 


not result in 
tion in attic 
ippe r 


Hatten « an 


temperature 
curve in Fig. 1 will 
attic 


1S neared by in 


tempera 


flow to 2.25 cfm/sa 


Ceiling Heat Gain Lowered 


effect oft 
atti 


Having seen the 


forced ventilation upon 


temperature in Fig. 1, let us now 
what hap 


ook at Fig 2 to see 


heat gain through the 


eiling. We 


} 
in air Tow 


penis to 
find that an increase 


from the natural rate 


Powered Attic Ventilators 
Should Be 
Thermostatically Controlled 


duced the ceiling heat tlow from 
3.58 to 2.05 Btuh/sq ft, a reduc 
tion of about 43 percent. Since 
the design ceiling heat gain is 
about 24 percent of the total de 
sign sensible heat, the 43 percent 
heat flow 


reduction im ceiling 


represents a reduction of about 
10.3 percent of the design sensi 
ble heat tlow, or about 8 percent 
of the design total heat flow. 
\lthough the 8 percent overall 
reduction in design cooling load 
sufficient for the 


Was not par 


ticular case studied to permit a 
reduction in equipment selection, 
an effect upon opet 
Fig. 3 
The values given are based upon 


it did have 


cost as shown in 


ating 
the attic ventilation fan cycling 
under thermostatic control, start 
ing automatically when the attic 
reached &Y F 


cutting off when the temperature 


temperature and 


lropped to 79 F. The air condi 


tioning system operated 24 hours 


1 day under the control of a 


thermostat set at 75 F. The sav 


ings per day are given for two 


conditions: the first is for a de 
(QOS }- 


sign day maximum out 


2 REDUCTION OF MAXIMUM ceiling heat gain on a design day 
(outdoor temperatures 95 F, clear sky) 





side temperature) where — the 
mean daily temperature is 85 F, 
and the other is for a more aver 
age day where the mean daily 


temperature is only 75 F. 


Ventilation Varies Load 
Applying the experimentally 


determined _ relative percentage 


gains corresponding to the sev 


eral conditions of ventilation 


shown in Fig. 2 to ceiling heat 
gain values calculated for 
) 


Zero, 
. and 3 %&% in. insulation, we can 
come up with Fig. 4. As the note 
indicates, this is based upon the 
same area (1040 sq ft) as the 
ceiling of the test house. Several 
interesting generalizations can 
be made from Fig. 4 as follows 

1) Two inches of insulation 
with natural ventilation produces 
a greater reduction in the cool 
than it 


ing load is possible to 


achieve even with maximum 


forced ventilation and no insula 
tion. 
2) Although 2 in. insulation 


with torced ventilation at the 


rate of 1.0 cfm/sq ft results in 


about the same ceiling heat gain 
as 3 &% in. insulation with natural 
latter 


ventilation, the would be 


preferred in climates where heat 


ing 1S a major factor, since the 
Max. Heat 5 J 


Flow Rate, 
Btuh (sq ft) 


Relative 
Gain, 
Percent 


Max. Heat 
Gain, 
Btuh 


Ventilation Rate Max. Attic thicker insulation would result in 


Cfm Cfm/ Sq Ft Temp., F the lower heat loss. 
3) The benefit of forced attic 
total 


decreases as 


Natural 
(200)* 
625 
1030 
1560 


0.19 ventilation in number of 
0.60 
0.99 


1.50 


127.5 
121.0 
115.5 
107.5 


3.58 
3.08 
2.66 
2.05 


3720 100 
3200 86 Btuh 
2760 74.2 thickness increases. Thus, in Fig 
2130 57.3 4 


insulation 


where no insulation is used, 
(a) Estimated 


(b) Sq ft of ceiling area 


ceiling 
heat gain by 6260 Btuh. Where 


> 


3 Y% in. 


ventilation can reduce 
Reproduction by permission of National Warm Air Heating and Air Conditioning 
Association 


insulation is used, the 


same forced ventilation can re 
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3 NET SAVING OF DAILY operating cost due to increased attic ventilation 





Design Day MDT 


Attic Fan (b) Net Saving 

Operating in 
Cost, 

cents/day 


85 F Average Day MDT = 75 F 


Attic Fan Net Saving 
Operating in 
Cost, Operating 
cents/day Cost, 
cents/day 
Natural 0 0 0 0 0 0 
625 5.3 2.8 25 3.9 2.0 1.9 
1030 11.2 2.9 8.3 8.3 2.0 6.3 
1560 16.3 3.9 12.4 2.1 a 9.0 





Reduction in 
Ventilation Condensing Unit 
Rate, Operating (a) Cost 
cfm cents/day 


Reduction in 
Condensing Unit 
Operating Operating Cost, 

Cost, cents/day 
cents/day 











(a) Based on operating cost of 12.6 cents per hour for water-cooled condensing unit in Residence No. 2. Power 
cost 2.5 cents/kwh, and water cost 50 cents/1000 gal. 


(b) Based on actual fan operating times and manufacturers’ data for fans having free air delivery equal to test 
cfm. Motor efficiency assumed to be 50 percent. Power cost = 2.5 cents/kwh. 


Reproduction by permission of National Warm Air Heating and Air Conditioning Association. 





duce ceiling heat gain by only would 


1780 Btuh 

ln commenting on their work, 
the researchers stated that the 
natural ventilation rate of 200 
cfm, estimated by the procedure 
ASHRAE Guide, 


might be two or three times that 


given in the 


which would occur in the aver 
age house which has vents only 
at the upper part of the atti 
The ratio of free area of the 
vents to the ceiling area of the 


test house is 3.6/1040. This 


ference in solar radiation falling of 1000) cfm 


upon a flat roof as compared 
with roofs or various pitch was 


small 


Example Cited 


With 
cfm/sq_ ft 


respect to the use of 
ceiling instead of 
changes per hour, the investi 
gators cited the following ex 
ample: A 40 x 25 ft house has a 
ceiling area of 1000 sq ft. With 


a flat roof and an average attic 


produce 
about 60 changes per hour. For 
the same house with a 5/12 pitch 
volume 
would be 2600 cu ft and a venti 
lation rate of 1000 cfm would 


gable roof, the attic 


produce about 23 air changes per 
hour. Since the solar radiation 
incident upon the two roofs 

and, therefore, the heat transfer 
into the attic space would be 
nearly equal, it follows that the 
sane ventilation rates would be 
required in each case and not the 


might be used to judge whethe: depth of 1 ft, a ventilation rate same number of air changes. 


or not some other house would 
have more or less natural venti 


lation. The location of the vents 


4 CALCULATED REDUCTION of design ceiling heat gain in Re- 
search Residence No. 2 for varies combinations of insulation 
and ventilation 


in the test house provided a path 
for gravity tlow (in soffit vents 


and out gable vents). This would 





Ceiling Ventilation Design Ceiling 
Insulation, Rate, cfm. Heat Gain (a) 
in. Btuh 


Relative 
Ceiling Gain, 
Percent 


Natural 14,660 100 
625 12,600 86.0 
1030 10,860 74.2 
1560 8,400 §7 3 


Natural 5.512 37.6 
625 4,750 32.4 
1030 4,100 28.0 
1560 3,160 21.6 


Natural 4,160 28.4 
625 3,580 24.4 
1030 3,090 fe 
1560 2,380 16.3 


aid in natural circulation as com 
pared with a house having th: 
same free vent area all located in 
the gables 

It may have been noticed that 
the air flow rates for the atti 
ventilation are stated as cfm/sq 
ft ceiling area rather than as 


cfm/sq ft roof area or even as 


NNMNHNHY COCO 


the number of air changes pet 


hour as related to the attic vol 


w 
= 


we 
x 


ullic 


Ww 
o 


The investigators commented 


3- 
Je 
ae 
3= 


w 
> 


upon both of these possibilities 
Regarding the use of ceiling in (a) Based on heat gain factors given in Manual No. 11, reduction due to 
ventilation from investigation, and ceiling area of 1040 sq ft. 
Reproduction by permission of National Warm Air Heating and Air Conditioning 
Association. 


stead of roof area, they chose 


the former for simplicity aftet 


calculation showed that the dif 
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Looking .At 
Residential Humidification 


By John M. Liebmann 


Chief Design Engineer 
Research Products Corp. 


Research Investigations Provide Data 
For Accurate Humidifier Selection 


For northern United States, the recommended outside design 


condition is 20 F and 50 RH with an inside design condition 


of 72 F and 35 RH 


IN ORDER to better appreciate the 
factors that determine humidity 
levels ia a typical household in the 
northern United States, a study 
was made in the author’s own 
home. This was extended over two 
heating seasons. During a two 
week period, dry and wet bulb 
readings were taken in various 
portions of the home to determine 


levels. The 


home is equipped with a plenum- 


the overall humidity 


mounted humidistat-controlled hu- 
midifier. This unit was equipped 
with a time meter so that actual 
running time could be recorded 
for evaluation. In this article 
(third of a series) the results of 
those measurements will show how 
the information obtained can be 
related to the selection of a humid 
ifier and its effect on water vapor 


balan es 


House Description Given 


The home was completed in 
June of 1958. The interior was 
painted and finished by August 


and oc« upied during the first week 


in September. The occupants are 
the author, his wife, and their 
three small children, ages 8, 6, 
and 4. The house is a story and 
a half Colonial type with a full 
basement. The volume of the two 
stories is 15,200 cu ft, plus a base- 
ment volume of 8200 cu ft. The 
construction is wood siding on a 
wooden frame, with all outside 
walls and the second story ceiling 
insulated with mineral wool batts 
35. in. thick. All insulation has 
aluminum foil vapor barriers on 
beth sides except for the second 
Hoor ceiling. The author feels that 
water vapor will pass through 
the ceiling harmlessly because the 
attic is ventilated by natural air 
currents that enter and leave 
through louvers in the gable ends. 
All windows are weatherstripped 
and double-hung except for the 
wood casement windows in the 
basement. Storm doors are used 
on all exterior doors during the 
winter. The windows and doors 
are all well fitted. 

The house is equipped with the 


following natural gas appliances: 


125,000 Btuh input forced air 
furnace, a 30,000 Btuh input do- 
mestic hot water heater, and a 
37,000 Btuh input clothes dryer. 
All are properly vented. The kitch- 
en has an exhaust fan, which is 
used during the preparation of 
some of the meals. The living 
room fireplace was used during the 
two week data taking period. 
Warm supply air is distributed by 
a perimeter system of baseboard 
diffusers. Cold air returns are 
located on the baseboards of in- 


side partition walls. 


House Located in Open Area 


The house is located in a new 
suburban section which is com- 
paratively open. There are no 
mature trees within a thousand 
feet and the 


located about 35 ft away. The 


nearest house is 
homes across the street and in the 
rear are at least 100 ft away. The 
house is located on a level lot and 
there is no break in the terrain o1 
shrubbery that might serve as a 


wind barrier. This home is proba- 
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Internal humidity output vs requirements during 24 hr period 


Noon Midnite 
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Water required for humidification based on indoor temperature 
of 72 F and 30% RH for 10,000 cu ft house 
with one air change/hour 
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Legend of moisture sources and their appearance in above graph: 
1 — Human: Husband, housewife, children (2) of school age. 

— Cooking: Electric range. 

— Bath or shower: one in morning; three in evening. 
Dishwashing: After each meal. 
Houseplants: Five, at 0.05 Ib/hr/plant. 
Miscellaneous: None on a daily basis, total hourly average 0.19 Ib. 
Mopping kitchen floor (6 Ib per week). 
Clothes washing (4.33 Ib per week). 
Vented automatic clothes dryer (10 Ib per week). 
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continued... 


Humidity Design Values Recommended 


bly exposed to more direct wind 
than most suburban houses. 

The humidity requirement for 
any home is dependent on the fol- 
lowing factors: the house volume, 
the internal moisture sources, the 
air change rate, the desired in- 
door humidity and dry bulb tem 
perature and the outdoor tempera- 
ture. The first two factors can be 
very easily calculated by know- 
ing house dimensions and living 
habits of the occupants. The air 
rate change is harder to determine 
because this depends on wind 
velocity and temperature differ- 
ence. An arbitrary wind velocity 
and indoor-outdoor temperature 
difference has to be established. 
Similar arbitrary design values 
must be determined for the indoor 


relative humidity. 


Requirements Determined 


When the air conditioning en- 
gineer calculates the heating o1 
cooling loads he has well estab- 
lished outdoor design temperatures 
to guide him in his selecion of the 
proper equipment. For example, if 
he were going to size a building 
for heating equipment in Madison, 
Wis., he would use the ASHRAE 
Guide design temperature of — 19 
F. In the case of cooling load cal- 
culations, he would use the ASH. 
RAE values of 95 F dry bulb and 
75 F wet bulb temperatures. There 
are no such design numbers estab- 
lished for humidification because 
very few homes are equipped with 
controlled high capacity humidi- 
fiers. As these units gain wider 
consumer acceptance, it is ex- 
pected that more attention will be 
given to this matter and design 
temperatures will be established 
for humidifier sizing. 


Che author recommends that the 
following values should be used 
for humidifier calculations in the 
northern United States: a design 
indoor dry bulb temperature of 72 
F and relative humidity of 35 per- 
cent; a design outdoor dry bulb 
temperature of 20 F and relative 
humidity of 50 percent; a wind 
velocity of 15 mph, unless local 
experience has established that 
other velocities are more appropri- 
ate. 


Recommended Values Listed 


The author feels that the recom- 
mended humidity levels given in 
Table 1 give a good compromise 
standards and 


between comfort 


current house construction prac- 
tice. Further examination of Table 
1 and calculations will show that 
values 


the above require the 


greatest humidification load, as- 
suming the homeowner will use 
lower humidistat settings for the 
lower outdoor temperatures. This 
will mean that 0.0047 lb of water 
vapor will have to supplement each 
pound of fresh outside air. This 
value can be determined by direct 
calculation, psychrometric chart, 
or by examination of the data 
which shows 
that 0.0047 is obtained from the 
values given for 20 F (0.0011) 
and at 72 F and 35 RH (0.0058). 


The amount of moisture liber- 


given in Table 2, 


ated by natural sources would be 
about the same as that shown on 
Fig. 1. In some instances, this 
might be as high as 3 lb per hr 
for a short period. For purposes 
of humidification sizing, the lowest 
or a more conservative value on 
the curve shown on Fig. 1 should 
be used. The author feels that this 
value should be 0.5 lb of water 


Table 1 
Level 
ture 


Relative Humidity 
vs Outdoor Tempera- 





Percent Temperature F 
15 20 
20 10 
yee 0 
30 10 
35 20 





Table 2 Water Vapor in Air 
at Various Humidity Condi- 
tions* 





Dry Bult 


emperature Humidity 


Pounds Water 
F Percent ounds Dry A 


20 50 0.0001 
10 50 0.0002 

0 50 0.0003 
10 50 0.0006 
20 50 0.0011 
30 50 0.0017 
40 50 0.0026 
72 10 0.0017 
72 20 0.0033 
72 30 0.0050 
72 35 0.0058 
73 30 0.0052 
74 40 0.0072 
74 50 0.0089 


*Abstracted from the 1955 
ASHRAE Psychrometric Chart 
at standard atmospheric 
pressure. 





vapor per hr. He also feels that 
humidifiers should all be rated on 
a comparable hourly basis. Fur- 
naces and air conditioning units 
are all rated in terms of Btuh. 
Why not a standard of rating for 
humidifiers ? 

The fourth and final article of 
this series will be published in 
Artisan. It 
will continue the study of data ob- 


December American 
tained by the author and its evalu- 
ation for use in selecting humidi- 


fiers. 
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Emphasis is on metal panels when downtown shopping centers are planned 


Downtown Store Modernization Program Increases Sales 
Modernization Is an Architect-Contractor Joint Venture 


Holds Ductwork School for Consulting Engineers 
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SHARP RISES ON SALES graph were noted immediately following modernization 
of building exterior for a drugstore, clothing store, and furniture store. Sales are 
compared with the area's industrial payroll and total downtown retail sales. This 


1949 


Downtown Store Modernization 


... and offers opportunities 


By William H. Withey 
Armco Steel Corp. 


to the sheet metal contractor to 


participate in urban renewal projects 


A COMPREHENSIVE 
modernization program with 
heavy emphasis on _ porcelain 
enamel and stainless steel panels 
is now underway in Middletown, 
Ohio. The program is a key part 
of the Ohio city’s redevelopment 
project. 


storefront 


In planning the redevelopment 
program, the Middletown Cham- 
ber of Commerce had sketches 
prepared illustrating what store- 
front modernization could do 
visually for a typical two block 


section of the downtown area. 
The Chamber surveyed redevel- 
opment programs in other cities 
to determine the effect redevel- 
opment had on business. 

The Chamber of Commerce’s 
graphic presentation of redevel- 
opment possibilities, combined 
with data covering redevelop- 
ment successes, helped “sell” the 
program to local businessmen. 

Since successful redevelopment 
of downtown business areas 
brings community-wide benefits, 
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graph also shows downtown stores that had modernized their exteriors enjoyed 
increased business as the industrial payroll increased, whereas other downtown 
stores failed to show any increased public interest in their merchandise 


Program Increases Sales Volume 








THE MIGRATION of city dwell- 
ers to suburban communities has 
been responsible for the devel- 
opment of multimillion dollar 
shopping centers to serve the 
growing population. Attractive 
building design, adequate park- 
ing facilities, and a wide vari- 
ety of merchandise have not 
only attracted suburban resi- 
dents but also many city peo- 
ple. The result has been that 
many well-established down- 
town stores have felt a steady 
decrease in business volume. 
Future prospects for the city 
center business district have 
caused many plans to be de- 
veloped that would attract 


Editorial Comment 


shoppers to the downtown area. 
First, old buildings were pur- 
chased, torn down, and low 
cost parking facilities provided. 
This helped some, but not suf- 
ficiently to stem falling reve- 
nues. Next, the mall idea was 
introduced. Combined with ad- 
equate parking facilities, the 
mall idea rejuvenated down- 
town shopping, but fell short 
of achieving its anticipated 
goals. 

The mall idea included clos- 
ing a city street to create a 
park effect by installing at- 
tractive landscaping, children’s 
playgrounds, small bandstands, 
benches, and using high fidelity 


sound systems for reproduction 
of popular musical scores. This 
idea fell short of attracting as 
many customers as expected 
because the idea stopped short 
of complete modernization re- 
quired to compete with the new, 
modern buildings of the shop- 
ing centers. 

Following thorough studies 
of the habits of shoppers, the 
Middletown, Ohio, Chamber of 
Commerce has undertaken a re- 
lated but different approach 
to attract more shoppers to 
their downtown area. This ap- 
proach can mean a great deal 
of work for the sheet metal con- 
tractor. 
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DOWNTOWN 


SHOPPING 
CENTERS 


Sheet Metal Panels Offer 
Low Cost Modernization 


it is natural that the redevelop- 
ment program itself be imple 
mented by a community-wide 
team of businessmen and aver- 
age citizens. 

Middletown’s program to pre- 
vent slow strangulation of the 
downtown area is founded on 
two important precepts: close 
cooperation on the part of busi- 
nesses, individual citizens, the 
major employers, com- 
bined with careful analysis of 
the strong points of other rede- 
velopment programs throughout 
the country. 


area’s 


Success of the program means 
benefits for the community as a 
whole through an increased vol- 
ume of business flowing to the 
downtown addition, 
suppliers, con 
tractors, and related businesses 


area. In 
local building 
were able to share in the imme- 
diate construction projects initi- 
ated as a part of the program. 


Redevelopment Survey 


Middletown’s Chamber of 
Commerce enlisted the aid of 
market development specialists 
to survey different aspects of 
downtown redevelopment. In- 
vestigations indicated that the 
principal appeal of suburban 
shopping centers was largely 
twofold — convenience, and that 
primarily parking convenience ; 
Studies further 
indicated that the problem was a 
national one; cities as large as 
New York and 


plus newness. 


Chicago were 


losing business to the suburbs. 
Further, many downtown mer- 
chants were not aware of the 
magnitude of the problem. 

Individual efforts on the part 
of a few downtown stores fell 
into the category of “too little 
and too late.” Only massive ac- 
tion could be expected to alter 
the exodus of the shopper to the 
outskirts of the city. 

The Middletown Chamber of 
Commerce had been working on 
the parking problem for several 
years and substantial progress 
had been made in that direction. 
However, nothing had been de- 
veloped to improve the appear- 
ance and convenience of the 
stores themselves. 


Redevelopment Pinpointed 


At the request of the Chamber, 
sketches were prepared to show 
how a two block section, located 
in the heart of the downtown 
area might look if it were rede- 
veloped. The sketches main- 
tained store individuality, but at 
the same time eliminated the 
cluttered appearance of the area. 
For example, all projecting signs 
were eliminated. Porcelain enam- 
eling iron was featured as an 
economic, weather-resistant ma- 
terial for the building facades. 
Stainless steel and other sheet 
metal products were also dis- 
played to show the variety and 
versatility available. 

These sketches were presented 
to the Chamber of Commerce 


and compared with colored pho- 
tographs of the area as it actual- 
ly appeared. The Chamber of 
Commerce was _ enthusiastic. 
Next, the downtown merchants 
had to be sold on the idea of a 
combined renewal project. 


Sales-Remodeling Linked 


Figures on retail business in 
the Middletown area were com- 
pared with the regional indus- 
trial payroll. It was discovered 
that downtown retail business 
had been at a_ standstill or 
slightly depressed since 1954, 
whereas the industrial payroll 
had scored a substantial gain. In 
contrast, overall retail business 
activity during the 15 years be- 
fore 1954 had shown an appre- 
ciable 25 to 30 percent annual 
gain. 

The static state of downtown 
sales was obvious, but the prob- 
lem of whether redevelopment 
would reverse the trend re- 
mained unanswered. Checking 
with local merchants who had 
remodeled in the past disclosed 
a strong pattern of increased 
sales immediately following and 
continuing long after remodel 


ing. 


Case Histories Studied 


Of particular interest was the 
case of a drug store and a furni- 
ture store located side by side. 
The drug store was remodeled 
in 1943 after a fire. Sales imme- 
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FEATURES THAT LABEL a store as “‘old fashioned"’ are: roof overhang; 
high, narrow windows; exposed gutters and downspouts; and ‘“‘ginger 
bread"’ ornaments. Sheet metal panels and grilles formed an economical 
and attractive cover for this store at a cost of less than $8000 


diately increased after reopen- 
ing. For the next several years, 
growth continually exceeded the 
average growth of similar busi- 
ness firms. After that, growth 
continued at about the same rate 
as the over-all average. Then in 
1954, approximately 10 years 
after the original remodeling, the 
furniture store next door was 
remodeled. 

As part of the furniture 
store’s remodeling program, it 
put up a canopy across the front 
of the building. The owner of 
the drug store took this oppor- 
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tunity to do a litle more face 
lifting. An identical canopy was 
put up across the drug store’s 
facade. Thus the two stores were 
linked together. 

30th merchants experienced a 
substantial gain in sales almost 
immediately, and the trend has 
continued. 


Another Program Evaluated 


In 1958, Elmira, N.Y. (popu- 
lation 50,000) had problems with 
inadequate off-street parking for 
the downtown shopper and a 


general urban business decline. 

A group of downtown mer- 
chants banded together with a 
master development plan and be- 
gan remodeling. As a result, 
downtown Elmira is_ rapidly 
coming back today as a thriving 
business center. 

The basic tools of the Elmira 
plan were adequate parking and 
store refurbishing. The mer- 
chants have made the downtown 
area as attractive and convenient 
to shop in as a suburban shop- 
ping center. One group of 22 ad- 
jacent stores remodeled at the 





DOWNTOWN 


SHOPPING 


CENTERS | 


Store Remodeling Linked 


To Increased Sales 


same time and gave themselves 
the name of “Mid-town Plaza.” 
The stores opened in October, 
1959, and within six months in- 
dividual merchants were report- 
ing business up as much as 30 
percent. 

Another 25 adjacent stores in 
a two block area directly across 
from “Mid-town Plaza” have 
now developed “Center-town 
Plaza.” 

Knoxville, Tenn. has a similar 
story to tell. Through its Down- 
town Merchants’ Association, 
Knoxville developed what might 
be called a downtown shopping 
center. Here again, a group of 
stores banded together to provide 
adequate and available 
remodeled 


easily 
parking - along with 
store fronts. 


Facts Presented 


Armed with the facts on local 
business, plus the histories of the 
Elmira and Knoxville mer- 
chants, the Middletown Chamber 
of Commerce sponsored two 
meetings. One meeting was held 
for downtown property owners; 
the other for downtown mer- 
chants. 

All facts and figures that had 
been gathered were presented to 
the two groups in graphically il- 
lustrated form. Then the master 
Middletown redevelopment plan 
was unveiled. It was explained 
how similar projects had worked 
in Elmira and Knoxville, and 


what success had been achieved 
by Middletown merchants who 
had already remodeled. These 
successful local merchants were 
asked to relate their experiences 
to the group. 


Program Publicized 


Heavy publicity accompanied 
the presentations, not only in 
Middletown newspapers, but also 
in papers in neighboring com- 
munities. Several editions ran 
the architects’ sketches and ex- 
plained the use of sheet metal, 
the major building material se- 
lected for the remodeling. 

Middletown’s own program is 
well underway, though the com- 
pletion date for the project is in 
the future. Middletown is still 
“living the program.” One of the 
most interesting aspects of the 
program is that the first three 
remodeling projects to be under- 
taken following the program 
were all in areas immediately ad- 
jacent to the two block area orig- 
inally selected to illustrate the 
project. 

The Middletown case does not 
stand alone. Similar coordinated 
and cooperative projects, using 
the same techniques as described 
above, can open new markets for 
every major urban area com- 
peting with suburban developers 
for the consumer’s business. 

Several businesses that have 
already completed their part in 
the modernization program are 


showing the way for others in 
various stages of planning and 
construction. In many cases, in- 
tegrated planning has produced 
such effects as connecting cano- 
pies spanning several store 
fronts. Research showed that 
creation of an integrated look 
has proved beneficial to all firms 
involved. 

The most significant aspect of 
the Middletown program is the 
striking visual effects created 
through relatively inexpensive 
and simple construction. Major 
structural changes are avoided 
completely in almost all projects. 
Porcelain enamel and _ stainless 
steel paneling in particular are 
used in attractive and effective 
ways to cover windows, projec- 
tions, and other structural details 
that detract from building ap- 
pearance. 


Convenience Emphasized 


Heavy emphasis is placed on 
rapid construction that business 
may proceed as usual during all 
phases of the exterior moderni- 
zation program. Considerable 
thought has been given by archi- 
tects and building owners to the 
problem of minimizing mainte- 
nance of building exteriors. 
Proper materials selection is a 
major factor in achieving this 
goal. 

A leading stationery store 
chose a combination of porcelain 
enamel and stainless steel to 
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BEFORE MODERNIZATION, drab appearance had little appeal to potential hardware cus- 
tomers as they left their car in a municipal parking lot across the street 
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MODERNIZATION is accomplished in less than two weeks, and without interruption to busi- 
ness. Enameled metal panels make the building look ‘‘like new” 
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Bye) NERO LN 
~SHOPPING 
CENTERS 


THIS WAS an old fashioned ap- 
pearing building until a sheet 
metal contractor fabricated and 
installed some “‘V"’ section panels 
over the original exterior wall. A 
metal canopy adds the finishing 
touches needed for a modern 
store 


Shop Fabricated Panels Dress Up Store 


achieve a new look for its out The right third (9 ft) was cov storefront, the architects decided 
dated building. The roof over- ered by an attractive stainless to move the entrance off-center. 
hang and narrow second story steel grille. It was necessary to Although this change seemed to 
windows conveyed a distinct “old block two windows behind the be a major one, it was accom 
fashioned” appearance before grille with plywood to produce a__—— plished without structural 
modernization. By removing the uniform surface visible through changes. The original columns 
overhang, a relatively simple op- the grille. The surface was _ were retained and used as an 
eration, and furring the win- patched where necessary and chors for a new show window 
dows, the architects were able to _— painted. The other windows be- system. The door system was re 
achieve a flush paneling effect hind the porcelain enamel panel- cessed and moved to the right 
from roof top to the top of the ing were furred but not filled. of the store front. As a result, 
first story show windows. Blocking of the interior of the show window space was greatly 
The porcelain enamel paneling windows was handled with 3% in enlarged. 
covered the left two-thirds (18 sheet plywood. 


The upper story paneling and 
ft) of the second story space. In modernizing the first floor 


grille required less than 2 weeks 
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to install. The entire storefront 
modernization program was com- 
pleted in less than a month. Total 
cost for exterior modernization 
was about $8000. During the 
project, business went on as 
usual. It is expected that main 
tenance will be no problem. 


Designs Emphasized 


Like the stationery store, a 
three story brick building used 
by a hardware company (Fig. 2) 
was also distinguished by upper 
story windows which served no 
useful purpose and a roof over- 
hang. To create a bold, striking 
appearance, the owner selected 
porcelain enamel panels with a 
jagged stripe pattern produced 
by silk screen processing. 

Installation of the paneling re- 
quired furring of the windows 
and removal of the roof over- 
hang. The overhang was re 
moved and the paneling placed 
in one operation as workers 
moved along the building. Spe 
cial scaffolding (Fig. 3) was 


used to facilitate the operation. 
Paneling of the two story area 
was accomplished in less than 
two weeks. Since second and 
third floor interior space is a 
storage area, the windows were 
not filled in on the inside as 
were the windows of the office 
equipment building. 

Before proceeding with the 
modernization program, the 
hardware company acquired the 
one portion of the building it 
had not previously occupied. 
This area, formally a restaurant, 
had to be integrated into the 
overall appearance. Integration 
involved extending the plate 
glass exterior of the hardware 
store some 20 ft. 


Cost Heid to $8000 


Modernizing the upper stories 
of the hardware store with metal 
panels cost about $8000. 

A furniture store, adjacent to 
the hardware store, made exclu- 
sive use of stainless steel in its 
face-lifting program. Moderni- 


zation of this storefront involved 
furring existing standard win- 
dows before the stainless steel 
panels were applied. A bay win- 
dow was removed on the second 
floor to permit flush paneling. 
The space left by the window 
was paneled with plywood. 


Canopy Sets Off Panels 


Panels were “V” sections 6 
in. on a side. Flanges, on either 
end, measuring 2 in. long, pro- 
vided fastening surfaces. A can- 
opy was added to the building to 
complete its distinctive look. The 
addition of canopies and the re- 
moval of overhanging signs 
(Fig. 4) is a common approach 
utilized in the sketches for the 
planned two block demonstration 
area. 

The Middletown program is 
continuing, and the principle of 
design distinction through sim- 
plified construction in terms of 
cost and time remains as the 
major precept followed in all 
projects. 


Modernization — Architect-Contractor Joint Venture 


MODERNIZATION OF existing exterior building walls 
with metal panels offers both the architect and the 
sheet metal contractor an opportunity to express 
the skills of their individual trades. Each in his 
own way is looking for a simple solution to achiev 
ing beauty with economy. Shop fabricated panels 
permits the architect to express himself with stand- 
ard designs that the sheet metal contractor can fab 
ricate as separate components and assemble at the 
job site according to the overall coordinated mod- 
ernization project as visioned by the architect. 
Economical modernization of buildings in groups 
create design problems for the architects such as 
srandenburg and Switzer who are handling the 
Middletown project. But the modern sheet metal 
shop is equipped to build any number of panel de- 
signs to give the architect the tools he needs to 
avoid monotony. Metal panels offer all that archi- 
tecture needs today — standardization, modularity, 
industrialized construction techniques, unity of de- 
sign, available components and low maintenance 


costs. 
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According to Thomas H. Creighton, editor, Pro- 
gressive Architecture, in an address before the 
23rd Annual Convention of the National Associa- 
tion of Architectural Metal Manufacturers, the 
architect needs accurate information which he can 
depend on to assist in preparing estimates for his 
clients, both as to costs and time required to com- 
plete modernization work. The client needs this 
information to plan other work that must be co- 
ordinated with exterior modernization and to esti- 
mate interruptions in normal business activities due 
to enterance blockage, display window treatment 
and even to planning sales and other activities re- 
lated to announcing to the public via radio, news- 
papers and direct mail etc., news about the renova- 
tions that have been made. 

“The architect must spend his clients money as 
intelligently as he spends his own”, Mr. Creighton 
said. “And he must be able to advise his client on 
new materials and techniques to substantiate his 
recommendations, and this is why he often has the 
dichotomy of insisting on quality production while 
seeking a lower cost.” 
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STEERING  commit- 
tee for educational 
program reviews se- 
quence of slide film 
presentation. From 
left are Paul Strom- 
berg, Claude R. 
Breneman, and D. E. 
Shytle 


Consulting Engineers Go to School 


Washington, D.C., contractors conduct a forum 


for those who write specifications to assist them in 


assigning related work to the proper construction 


trades 


To DRAW ATTENTION to the full 


scope of work that a sheet metal 
contractor 1s capable of perform 
ing, and which has been assigned 
to him through agreement with 
other crafts serving the construc 
tion industry, the Sheet Metal 
the 


recently 


Contractors’ Association of 


District of Columbia 
held an afternoon forum for both 
private and government consult 
ing engineers and others whos« 
duties required them to writ 
specifications for new and modi 
fication work. 

[he program commenced with 
fol 
luncheon, after which 


1 get 


lowed by 


acquainted” hour, 
association president D. E. Shytle 
ntroduced the member contrac 
tors and outlined the afternoon's 
program. The program featured 
in explanation of the Duct Man 
Metal 


tal an 1 Sheet Construc 


tion Guide 
Air 
published by 


and 


tors 


for Ventilating and 
Conditioning Systems as 
Sheet Metal 
\ir Conditioning Contrac- 
National 


the 


\ssociation. 


Slide Program Used 
Phe 


i slide film presentation designed 


commenced with 


program 
to acquaint engineers with the 
tools used in a sheet metal shop 
to fabricate duct systems. As each 
slide was shown, a verbal de 
scription was given of the action 
taking place. The first slide in 
troduced the subject of air con 
ditioning. A description was 
given of what is expected of air 
conditioning systems and various 
methods of achieving good air 
This 


pressure duct systems, high pres 


distribution. involved low 


sure duct systems, dual duct sys 


tems, and variations and combi 
nations of the various types of 
systems outlined. 

As the progressed, 
additional slides pictorially took 


program 
the engineers and other guests on 


a trip through a modern sheet 
metal shop. The slides showed 
how sheet stock is received at a 
sheet metal shop, its storage, and 
how it is moved from storage to 
fill an order. The picture series 
explained how the trimmed sheet 
is delivered to power shears 
where it is trimmed, moved from 
the shear to the notching opera 
tion, and from the notching op 
eration to Pittsburgh lock form 
ing machines. From this point 
the slides showed the fabricating 
standard 


process through the 


technique of crossbraking and 


the forming of 90 deg angles. 


From the brake, the 


slick S Cal 
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ried the audience through th 


closing of seams to form. the 


complete d duct section. 


Further Operations Shown 


The viewer then was intro 
duced to other fabricating opera 
tions 


accomplished in power 


brakes, among which is the mul 
tiple punching of angle iron for 
riveting to wide duct sections to 
provide rigid support. An expla 
nation was also given of com 
anion flanges used for joining 
large duct sections. 

In the case where acoustical 
nsulation was required, the slide 
film program showed the trim 
ming of insulation, application 
of fasteners and adhesives, place 
nent of insulation in the duct, 
ind the assembly of the duct sec 
tions into a completed duct. 

The slide program then intro 
luced the audience to the types 
of fastening methods used for 
Standing 


ams were shown and the vari 


joining duct sections 


us methods of forming and in 
stalling this type of fastener wer: 
ce 4 ribed. 

Cleat bending was explained, 
long with a description of the 
tools used to fabricate both th: 
duct section portion and the 


drive slip 


Duct Connections Explained 


introduction of the subject 


luct connections was used t 


furthe1 plain other types of 


section 10ints. The box or pocket 


lock (government lock) was ex 


plained fron its fabrication to 
col pletion In iddition, the bart 
slip was explained from its fab 


ricating stage through its instal 


lation. Also, the commentary ex 


ned recon ended uses of the 
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Various types of duct connec- 
tions, and how the specifying 
engineer is able to exercise a 
pref rence when suitable choices 
ire available. 

From the duct connection 
phase of the program, the slide 
film story carried the audience 
through the fabrication of high 
pressure ducts, and how elbows 
and seams are welded and tested 
for tightness. 

The fabrication and installa- 
ion of turning vanes was shown 
nd explained for the benefit of 
those who had never seen this 

product in its initial stages of 
fabrication. 


Shop Tools Explained 


In addition to the standard 
tools found in the sheet metal 
shop, combination tools that as 
sist the sheet metal contractor 
to simplify his fabricating tech- 
nique were shown and explained. 
\lso shown were newly devel- 
oped tools that, in recent years, 
themselves to be 


olde 4 


have proven 
pre ferabl to techniques 
employed. 

One shop technique that 1s 
growing in popularity the use 


of coiled sheet stock Was ex 


plain qd, as 


was the application 

pneumatically and electrically 
powered tools that can be used 
to assist the sheet metal contrac 
tor in promptly moving an or 
ler through the shop 

\t this point, guests were per 
mitted to ask questions of the 
heet metal contractors in at 
tendance, and opportunity given 
to provide additional information 
on any operation in which the 
consulting engineer was specifi 
cally interested. 

\s the second portion of the 


rot under way, a copy of 


A COPY of Sheet Metal and Air 
Conditioning Contractors National 
Association's Duct Manual was 
given to 178 engineers and archi- 
tects who attended the forum 


SMACNA’s duct 
given each guest, and the slide 
film program continued. 


manual was 


The narrator flashed reproduc- 
tions of plates in the SMACNA 
duct manual on the 7x 7 ft 
screen and requested the audi- 
ence to turn to specific pages. 
For instance, on page 3 of the 
duct manual the various positions 
available to a specifier for blow- 
er discharge opening and for ro 
tation of blowers were described, 
pointing out the advantages and 
disadvantages created by some of 
the choices available to the per- 
son making the selection. 

Che audience was asked to turn 
to page 5. Each of the symbols 
shown on this page were briefly 
reviewed and questions were 
asked and answered as they ap 
plied to drawings for ventilating 
and air conditioning systems, On 
page 13 appears a diagram of 
a duct system; the various types 
of seams that could be made for 
ducts through 18 in. maximum 
width were described. On this 
drawing the various gage sizes 
required for different widths of 
duct up to and including the 18 
in. width are shown. In addition 
to the construction details are the 


various types of fastening de 





continued ... 








LEGEND if ] 
| 
__f ‘ 
(N) (@) 
PITTSBURGH LOcK REINFORCED “ " 
BAR sup DUCTS 44 THRU GO 
J) | ALTERNATE CONSTRUCTION WITH CROSS BREAKS TYPICAL OF THE ” 
7 ie ee | SLIDES shown to 
PockerT Lock 12 BAR SLIP consulting engi- 
= es neers and archi- 
(a) tects was Plate 9 
DRIVE SLIP | A from SMACN- 
pom ~ A's Manual of 


CROSS BREAK ol Duct Construction 

_— o/ asin SS describing ac- 
— SSE ceptable alter- 
nates for fabri- 
cating and erect- 
ing ductwork of 
various sizes and 








, TT oe ‘ materials 
| mleorGa ork 
| 
ale 19° O - 
é | a, ae STEEL Z2ga. to 54" 
aig a STEEL 20a. to G0" 
ALUMINUM .032 to 54" 





ALUMINUM .040 to 60’ 
SIDES TO 16" DRIVE SLIP OR PockET LOCK (kK) 


Duct Manual Serves As 
Engineers Textbook 








62 





vices available for duct sections. 

On succeeding plates the audi- 
ence was asked to note the varia- 
tions in construction. These vari- 
ations were elaborated upon, with 
the narrator pointing out the 
choice of recommended (or ac- 
ceptable) connections available to 
the specifying engineer. 

After the 


construction 


duct 
the 
program moved on to the various 


variations in 
were covered, 
methods used to support ducts. 
[his description was covered in 


a discussion as related to plates 


No. 16 through 20. The varia- 
tions in methods of hanging were 
emphasized, pointing out the ac- 
ceptable type as contrasted to 
techniques that failed to provide 
the support required for various 
sized ducts. 

Further explanation was pro- 
vided on methods of fabricating 


turning vane elbows, tapers, off- 
sets, streamlined ducts, tee con- 
nections, branches, register and 
grille connections, volume damp- 
and 
and coil 
150 


ers, access doors, louvers 
screens, fire dampers, 
enclosures. In_ all, 


were shown. 


slides 


Duct Samples Examined 


Upon completion of the review 
of the plates in the duct manual, 
the session was opened to an ex- 
amination of samples of various 
types of duct construction and 
related components. The samples 
had been fabricated in the ap- 
prentice school and delivered to 
the forum to help the consulting 
engineers to more clearly under- 
stand the various components re 
quired for an adequate air dis 
tribution system. 


Joseph D. Wilder, executive 
secretary, Sheet Metal and Air 


Conditioning Contractors’ Na- 
tional Association, Elgin, IIl., 
outlined the national associa- 


tion’s work in compiling the duct 
construction manual and pointed 
out its purpose. He stressed the 
point that all 
equipment in 


materials and 


connection with 
duct systems should be specified 
under “Heating”, “Ventilation”, 
or “Air Conditioning”’. 

Mr. Wilder advised the con 
sulting engineers to use the duct 
manual frequently and to speci 
fy by plate number as they 
would find it easier and faster to 
write specifications on this basis, 
with assurance that the 
would be installed as desired. 

Attendance was 178, with 131 
being consulting engineers and 
47 association members. 


job 
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DESIGNED ESPECIALLY FOR THE HEATING OF TODAY 


THE FAMOUS 


McQUAY 


M 
A 


(includes the 









ALSO SPRING LOADED, SOFT-SEAT SOLENOID VALVES McQUAY. 


NOTE: Spring-loaded, Soft-Seat Valves were originated by NORRIS 
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BUILD CUSTOMER CONFIDENCE WITH 


McQUAY RELIABILITY 














CARRIER “SPIRA-PIPE” AND FITTINGS 
SAVE WEIGHT, TIME AND MONEY 


Carrier 4-ply lockseam “Spira-Pipe”® fabricated from 
zinc-coated steel, aluminum, copper and other metals 
has exceptional strength and rigidity. It is available 
in lengths up to 20 feet and in 15 diameters from 3 
to 32 inches—any fractional diameter also available 
on special order. Weighs a fraction of other types of 
pipe for the same duty. Easily cut on the job. For air 
conditioning ducts, ventilating and exhaust systems, 
blow pipe and other air or material handling jobs. 


Die-formed elbows in 8 sizes supplement the complete 
line of standard fittings for each diameter of “‘Spira-Pipe.” 


 ¢ 





Die-formed elbows 
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45° Y 135° two-branch cross 


Standard Carrier fittings include all types and match- 
ing sizes to simplify system layouts and to reduce 
job site assembly and fabrication costs. Carrier 
maintains 8 field shops located at New York, Phila- 
delphia, Atlanta, Syracuse. Los Angeles. Chicago, 
Dallas and Toronto for convenient service. For com- 
plete information write to Carrier Air Conditioning 
Company. Syracuse 1, New York. In Canada: Carrier 
Air Conditioning Ltd., Toronto 14. 


Carrier “Quick-Connector” Fittings 
clamp pipe together in minimum 
time, provide a positive airtight seal, 
permit quick assembly. 





Air Conditioning Company 














CLARAGE 


Packaged INDUSTRIAL FANS 


Ready-to-run 


NOW the highly regarded Type XL 
industrial fans have joined the 
expanding family of Clarage 
self-contained, packaged units. 


Hinged cover completely encloses 
motor, drive, and bearings for 
weatherproof installation outdoors 
or for added safety 

on indoor applications. 


These compact, rugged, economical 
units are available with 
either the open type wheel 
for handling materials or the high 
_ efficiency backplate wheel for 
light dusts and fumes. 


Contact the nearest 

Clarage sales engineering office 
for full information on 

this new line of equipment. 


Dependable equipment for making air your servant 


CLARAGE FAN COMPAN Y 


Kalamazoo, Michigan 
SALES ENGINEERING OFFICES IN ALL PRINCIPAL CITIES @ IN CANADA: Canada Fans, Ltd., 4285 Richelieu St., Montreal 
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CREATES A REVELATION in The Development of 
The SUPREME No. 1500 ROUND and No. 2500 SQUARE 
CEILING DIFFUSERS - KNOB-OPERATED Bi-Valve DAMPERS 
BETTER Than The BEST and COST LESS 


No. 1800 ROUND BI-VALVE CEILING DAMPER No. 1500 U.S ROUND STEP-DOWN CEILING DIFFUSER Also Furnished in No. 
KNOB-OPERATED With Removable Knob 1501 FLUSH-TYPE Style SUITABLE For The FINEST JOBS — Yet MOST COMPETITIVE 














No. 2800 SQUARE BI-VALVE CEILING DAMPER No. 2500 U.S. SQUARE STEP-DOWN CEILING DIFFUSER Also Furnished 
KNOB-OPERATED Detachable Knob . in No. 2501 FLUSH-TYPE Style Designed For The FINEST SYSTEMS — Still 
Most COMPETITIVE 


SPECIFY and INSIST on Nos. 1500 , 
and 2500 CEILING DIFFUSERS 4 
The BEST For LESS. 


No. 500 SERIES 
U.S. ROUND CEILING DIFFUSERS 
A STAMPED LOW-COST , SHOWING The No. 500 ROUND 
LINE of ROUND CEILING DIFFUSERS me CEILING DIFFUSER and SCREW- 


With No. 800 Round Bi-Valve Dampers s ‘ail DRIVER Operation of Damper 
‘=~ +» Adjustment 


SHOWING REAR VIEW of No. 
500 ROUND CEILING DIFFUSER 
with DAMPER 


ECONOMIC BEAUTY 
For COMMERCIAL and RESIDENTIAL SYSTEMS 


Completely described in Catalog ‘’A’’— Write for your copy. 


UNITED STATES REGISTER COMPANY 


SAT + GE Cc 


gR.6 ee | 
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YOU AND THE LAW 


Court Has Difficulty Defining a 
Self-contained Air Conditioner 


“Who will get the taxes already col- 


lected’’ seems to be of more concern to 


the court than what is to be taxed 


\ FEDERAL TAX statute provides 
that a tax of 10 percent be levied 
on the sale by manufacturer, 
purchaser or importer of “self 
contained air conditioning 
units.”” A recent comment by the 
United States Supreme Court is 
that this tax has been paid on 
50.000 of units and 


about these 


that the seller has in each of 
these instances paid the tax with 
the written consent of the ulti 
mate purchaser that a claim for a 


refund be filed 


Ruling Made in 1954 


Che Commissioner of Internal 
Revenue published a 


1954 defining, o1 


define, 


ruling in 
attempting to 
the phrase “self-contained 
air conditioning unit.”” That rul 
ing is in part 

“Tt is held that the 


self-contained = ait 


type of 
conditioning 
this 
law includes a unit, whether fac 


unit subject to tax under 
tory made encased assembly, o1 
sold for assembly on installation, 
primarily designed for free de 
livery of air and for installation 
window or 


in or in front of a 


other opening which: 1) con 


tains means for moving outside 
air through its condenser; 2) in 
cooling, 


corporates means for 


dehumidifying and circulating 


the air of a room or other en 
closure ; and 3) has a total motor 


horsepower of less than 1 horse 


power for motor-driven com 


pressor types, or, in the case of 


absorbtion types, a cooling ca 


pacity of less than 10,000 Btuh.” 


Reference to Specific Ratings 


When a suit brought against 
the United States for a refund 
of two tax payments came before 
the Federal Court of \ppeals 
for decision, it was said by that 
court of the statements in the In 
ternal Revenue ruling: 


“The 


would 


Commissioner’s ruling 


determine whether such 


air conditioners as those in 


volved in this case are of the 


household type by applying a 
test based upon the horsepower 
of the motors contained therein. 

“It will be noted that the act 
makes no reference to horsepow 
motors. 


er or The horsepower 


test is irrelevant for that reason 
and also for the reason that a re 
sort to that test opens up what 
field of 


confusion and controversy. This 


the record shows is a 
involves among other things as 
seriously questioned, as_ to 
whether rated horsepower or ac 
tual horsepower is the control 
ling factor. Against such a back 
ground the horsepower test is in 
conclusive and uncertain. 

well be that 
gress purposely omitted any ref 


“It might Con 


erence to the terms ‘horsepower’ 


or ‘household type air condition 


ers’ with full knowledge of the 
impracticability of using such a 
test.” 

To this that 
added, “An air conditioner is of 


statement court 


the household type when it is 


made to meet the needs of a 
household. If a housewife enters 
a store of an air conditioner deal 
er and expresses a desire to buy 
an air conditioner for her home 
with an 


she will be furnished 


air conditioner of a household 
type, 1. ¢€., Ome adapted to the 


home Space which she seeks to 
air condition. Such an air condi 
tioner is the type mentioned in 
the law now under discussion 
Those were the air conditioners 
upon which Congress laid the 
10 percent tax. Neither the rated 
nor actual motor horsepower of 
such air conditioners is of any 
moment here.” 

Over a year after the decision 
of the Court of Appeals had 
stated its point of view, this con 
troversy came for review before 


the U 
cision of the Court of Appeals 


. S. Supreme Court, the de 
Was reversed by a five to fou 


majority of that court, four of 
the nine justices of the Supreme 


Court dissenting 


Dissenting Judge’s Reason 


By one of the dissenting jus 
tices it was said of this reversal, 
“T think it 
the court 


highly unfortunate 


should enter an ordet 


which may permit the manufac 
turer to keep as a windfall con 


siderable amounts they have 


charged customers for ‘excise 


taxes.’ ” 
(This article ci 


ntinued on 76) 
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one dependable source 
for basic sheet metal working machin 


Shearing, bending, roll forming, ring and circle 
cutting. Grooving, seaming, folding, rotary oper- 
ations. Take any basic sheet metal working job. 
You can equip your shop in the most productive 
manner... from only one source. 

The Niagara line is not only America’s most 
complete (power and manual), but it is a “matched 
line” of compact machines built to the highest 
standard designed to turn out better work 
faster, at lower cost. Economical to buy and 


the compact economy line 


operate, Niagara machines are ruggedly built for 
long life and accurate work. 

To see the big machine features offered in this 
reasonably priced line, send now for one or both 
of these illustrated booklets. .. . 

Booklet 201 - Manually operated machines 

and hand tools 

Booklet 202 - Power Operated machines 
Niagara Machine & Tool Works—Buffalo 11, N. Y. 
District Offices and Distributors Everywhere 


America’s most complete line of presses, press brakes, shears, other machines and tools for plate and sheet metal work. 
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“FOR 41 YEARS OUR SPECIALTY WORK 


HAS DEMANDED WISS S$ 


NIPS PRECISION!” 


says Edward Leeper, Owner, The Leeper Co., New Haven, Conn. 


Mr. Leeper speaks for his family’s three-generation sheet 
metal shop: ‘“‘Over the years we've done more than our 
share of heating, ventilating and air conditioning work. 
For this work and for the specialty work we take particu 
lar pride in, my father before me, myself, and now my son 
and nephew have always relied on Wiss Snips for the 
precise, exacting hand cutting of metals that is required 
to produce quality workmanship.” 

lf metal craftsmanship is important to your business, 
you owe it to yourself and to your customers to specify 


Wiss Snips the next time you order. 


Inlaid 


=e 


Metal-Master 


Solid-Steel 


WISS INLAID BLADE SNIPS cut with lasting sharp 
ness, tremendous power. High carbon crucible steel 
blades, welded to hot drop-forged frames. Complete 
range of sizes, 111" to 17”. Models: straight cutting. 
circular cutting, curved blades, and bulldog notching 


WISS METAL-MASTER AVIATION SNIPS, with amaz 
ing compound action, cut with half the effort required 
by conventional snips! They are preferred by many 
for their compact size, and ability to make intricate 
cuts. Left, right and straight cutting models, only 
9%,” long, cuts 18 gauge metal. Bulidog combination 
model, 914" long, cuts 16 gauge stainless steel! 


WISS SOLID STEEL SNIPS, made from a special 
grade of solid tool steel, are available in straight 
cutting, circular cutting and bulldog models from 7” 
to 16”. Priced slightly lower than inlaid snips 


. .. Made by Metal Craftsmen for use by Metal Craftsmen 


J. WISS &@€& SONS CO., NEWARK 7,N.J. 


World's Lorgest Manufacturer of Shears, Scissors, Pinking Shears, Skalloping Sheors, Metal Cutting Snips and Garden Shear 
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Lock seaming ceases to be a problem when you use Weirkote” 
Zine-Coated Steel. This modern continuous-process tightly 
bonded zinc-coated steel won’t peel, chip or flake. Work it to 
the limits of the steel base itself and the zine coating remains 
intact assuring you of the complete corrosion protection that 
only zine can give. A representative will be happy to supply 
more complete information on Weirkote—another fine product 
of both Weirton Steel and Midwest Steel. 





LE 


MIDWEST STEEL WEIRTON STEEL 
Portage, Indiana Weirton, West Virginia \ STEEL | 
divisions of \ company J 
' ® 


NATIONAL STEEL CORPORATION 





What Are “Elements of Agreement’ ? 


Defects such as illusory obligations, 


and lack of mutuality and certainty in agreement 


will render contracts unenforceable 


UNDER AN AGREEMENT made by 


in air conditioning wholesale 


with a manufacturer, the whole 


salet Was given the exclusive 


franchise to sell the manufa 

turer's equipment and appliances 
within a radius of approximate 

v 150 miles of his place of busi 
ness. Should the manufacture 
ell any air conditioning units di 
dealers within this area, 


we vuld be 


all such sales 


eth to 
the wholesaler paid a 
mission on 
The manufacturer furthet 
d thi 1 sell his 


rroduct 


iyree 
exclusively through this 
in the specified area 


No date 


ginning or the 


was set either for the 


end of the 


con 


hence 


Suit and Counterclaim 


(On the other hand, the whole 


1 no obligation to 


issue 
iny of the inufacturer’s 
onditioning units, nor to re 

un from selling the equipment 

if competing manufacturers 
Suit was brought recently by the 


unufacturer against this whole 


for equipment 


delivered. The 


1 counterclain 


saler to recover 
sold and 
wholesaler for 
amount le 
manufacturer’ 
mmissions alleged to 
on sak S 


be due ide directly by 


inufacturer in the area 


s decision of this action 


court refe rred to a contro 
involving these same cir 
that 


States Court of 


mstances, was before the 
\ppeals 


irs he fore except nn 


that imstance the manufacturer, 


rather than the wholesaler, had 
issumed no obligation 

“As the manufacturer was not 
bound to make deliveries under 
said the 


Court of 


the contract,” United 


States 


\ppeals in the 
earlier case, “therefore it was 
void for lack of mutuality inso 
far as it provided for future sale 
or purchase. The law is well set 
tled where a contract for the fu 
ture sale and delivery of person 
il property confers upon either 
party an arbitrary right of can 
cellation prior to delivery; it is 
lacking 
he ld 


only to the 


in mutuality and will be 


binding upon the parties 


extent that it has 
been performed 


And 


salers 


with respect to whol 
like 
consideration, it is equally 
settled 
which 


facture r to sell 


contracts that under 
well 
such a 


bind 


and 


that contract, 


does not the manu 
deliver, is 
terminable at will, imposes no hi 
if he 


ibility upon him terminates 


if rr re fuses to make deliveries 


to the dealer. The 


lv furnishes a 


contract mere 
basis for future 
lealings to be observed no long 
satisfac 


ger than is mutually 


tory 


Certainty is Needed 


In another incident before the 
federal courts shortly after the 
ofter 


turn of the century, an 


had been made for the sale and 
delivery of merchandise at a 
named price, but with no specific 
igreement as to the quality. Later 


when an action was_ brought 
the manufacturer for 
deliver, the 


hold the 


against 
failure to court, in 


refusing to manufac 


turer liable for any damages, 
said : 

“The promise to furnish, de 
liver, or receive specified articles 
at certain prices, without any 
agreement to order or to accept 
any amount or quantity of the 
articles, is without binding force 
and effect because neither party 
is thereby bound to deliver or to 
accept any quantity or amount 
whatever. Such promises are void 
because they lack one of the es 
sential elements of an agreement 

certainty in the thing to be 
done. 

“The fatal 


leged contract was that the man 


defect in the al 


ufacturer was not bound to de 
liver, nor the wholesaler to take 
and pay for any specific quantity 
of the offered articles. As to all 
undelivered articles, that defect 


still 


The wholesaler never agreed to 


inheres in the agreement 
order or to pay for any quantity 


of these undelivered articles. 
“Nor can an action be better 
maintained against the manufac 
turer for his failure to deliver 
the articles which the wholesaler 
ofter 


tains no measure of the quantity 


ordered because the con 


which the manufacturer was to 
deliver, consequently no agree 
ment to deliver any whatever.” 
Basing its decision on these 
statements of the law, the court, 
in this current case in which had 
been interposed the counterclaim 
against the air conditioning man 
ufacturer, said in conclusion, 
“In short, the wholesaler’s ob 
ligation under the oral agreement 
was illusory and capable of per 
detriment to 
to the 
manufacturer. This lack of con 


formance without 


the wholesaler or benefit 


sideration relieves the wholesale 


from any obligation under the 


agreement for the exclusive sale 
and distribution of the manufac 
turer’s product.” 
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GETTING 

YOUR 

SHARE OF THE 
METAL ROOFING 
BUSINESS? 
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Every day more and more metal 
roofs of Follansbee Terne are 
going on new modern buildings 


You've probably noticed it too the metal roof 
of Follansbee Terne (you may know it as “tin’’) 
is getting more popular every day. There's 
good reason for the increased interest in 
Terne—modern day architecture is giving 
more recognition to the roof as an important 
design element, and the metal roof provides 
the architect with an opportunity to use distinc- 
tive form and color to create a desired effect. 


Form and color are not the only advantages of 
Terne. Time and time again, Terne has proved 
it is a lifetime material. Many Terne roofs 
have been in service for over 100 years. 


For the roofer, Follansbee Terne means a 
better roofing job and a better profit. It is easy 
to work, easy to solder and Terne’s lead-tin 
alloy coating makes an excellent bond with 
paint. Follansbee Terne is priced to offer the 
roofer a better profit. 


As a complete roof material, or as weather- 
sealing, Follansbee Terne is a roofing metal 
that has no equal. It's a building material that 
will help you get your share of the metal roof- 
ing business. 


NEW a book prepared especially 
for sheet metal contractors 


— * 
[ tocfing metal 
x yoo Ht Ihe working «ith 


Gentlemen: 


Send me your free book on Follansbee 
Terne. 


Name 
Firm 


Street 


FOLLANSBEE STEEL CORPORATION 
Follansbee, West Virginia 





“We close sales on 42% of our bids for air-conditioning 


...and we close them with the 
ARI Certification Program.’ 











**Thanks to the ARI Certification Program we’ve been getting more 
than our share of central air-conditioning installations here in the 
extremely competitive Washington, D.C. market,’’ says George Rosen.* 
**Here’s how we do it: 

“First we advise our prospect to forget about ‘horsepower’ and ‘amperes’. 
We explain that the industry-approved performance standard is based on 
Btuh. We tell him his best buy will be the unit that gives him the most Btuh 
for each dollar he spends. 

“Then we use the ARI Directory to back up our performance claims for the 
equipment specified in our bid. We explain how the Certification Program 
works and point out that the ratings in the Directory are subject to checking 
at any time by an independent testing laboratory. We emphasize the severity 
of these tests and how they assure him of satisfactory performance and 
minimum maintenance expense. The ARI consumer folder, ‘How to Buy 
Central Air Conditioning’ is a real help in getting this story across. 

“Our firm has a reputation for integrity, but we have profited from the extra 
confidence inspired by the impartial authority of the industry-approved ARI 
Certification Program. It is often the decisive factor in closing a sale.” 
Free copies of the ARI Directory and ‘“‘How to Buy Central Air Conditioning” 
are yours for the asking. Write to: 


AIR-CONDITIONING & REFRIGERATION INSTITUTE 


v vs 


*Mr. George Rosen is Presidentand General Manager of R & M Air-Conditioning Co., Inc. of Washington, D.C. 
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how to use gas-fired 
duct furnaces most profitably 


2 Fd Free from Reznor: the third in a series of 


new Reznor Heating Handbooks, ‘Commercial 





and Industrial Applications of Duct Furnaces.” 
Duct furnaces offer a relatively new way of heating 
through air distributing systems. They provide all the 
economies of direct fired heaters, yet may. be located at 
a distance from the space to be heated. Installation is 
casy — just connect gas pipe, power, and a vent. 
To use duct furnaces most advantageously requires 
some knowledge of special considerations involved in 


specific commercial and industrial applications. 


That’s the purpose of this new handbook, published 
by Reznor, the world’s largest manufacturer of gas unit 
heaters. It tells about the various ways Reznor duct 
furnaces can be used for heating or in combination with 
cooling systems. Also included are illustrations, load 
calculating data, and practical suggestions to help you 
get better heating at lower cost. 

For your copy, mail the coupon to Reznor. And for 
more information on Reznor heaters, call your distrib- 
utor or nearby district office listed in the Yellow Pages 
under ‘“‘Heaters-Unit’’. 


\ i Ea a a a ae 
REZNOR MANUFACTURING COMPANY 


Dept. AA-11, Mercer, Pa. 

Send me a copy of “*Commercial and Industrial 

Applications of Duct Furnaces”. 

name eae aaneaiaien title ~ 
t company Pa ee ee . a 

address tintin a 
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WHAT ASSOCIATIONS ARE DOING 





Omaha Silver 
Shield Class 
Sets Record 


CLEVELAND 


cil Bluffs 


Omaha and Coun 
Indoor ( omfort Bu 
reau students recently set a new 
National 
Heating and Air 

\ssociation All 


56 taking the ex 


record, according to the 
Warm At 
Conditioning 
but one of the 
aminations passed, 
NWAHACA, 


pe recent 


according to 
and more than 70 


scored in the nineties 


The average grade for the bu 
reau as a whok 


High 


viously held jointly by New Or 


was Y1 


score he mors 


Were pre 


ans, La., and Youngstown 


Ohio, with an average grade of 


85 Jackson, Miss., students 


scored an average grade of 84 





Discuss Service 


Charges at 


Detroit Meeting 


DrTROI Service charges was 


the featured subject at a recent 


Ineeting of the Detroit 
and Air Conditioning Associa 


With Albert L. Norris, Re 


liable Heating & Cooling, serv 


Heating 
tion 


ing as moderator, members of a 
panel discussed such 


as: What 


charge be 


questions 
should your hourly 
Can you justify vour 
charge : 


hourly service Do your 


bookkeeping and other records 
give you a proper basis for set 
a service charge 

\lso discussed was the Na 
tional Warm Air Heating & Air 


Conditioning Association’s 


ting 


busi 
and the 


ness management guicle 





CHICAGO — Prize committee for the annual 
golf outing of the Air Conditioning Contrac- 
tors’ Alliance examine the array of quality 


GOLFERS WIN 


awards to be made. Committee was headed 


by executive secretary Theodore Criel (left) 


CHOICE 


and president Al Verbeek. Low gross prize 


was won by Mickey Keefer, General Con- 


PRIZES 


trols Co. Other prizes were awarded to Hank 


Repple, Flo-Rite Heating & Ventilating Co., 
who came closest to the pin, and B. Tracey, 
a guest, who turned in low net score 


possibility of holding classes on 
the NWAHACA manual. N. J. 
Biddle, secretary of the Detroit 
association, pointed out that the 
\sso 
ciation recently held such classes 
that the 


Macomb (¢ ‘ounty Heating 


and Kalamazoo and 


Lansing groups were planning 
similar courses. 


(Coming l:vents on page 80) 


Collected Taxes 


Influenced Court 


(Continued from page 68) 


In the prevailing opinion, 


however, by which this decision 
Was reversed it was asserted, in 
part, “It 1s said that taxes on the 
sale of about 50,000 units is 
based on this decision. The fac 
tor of horsepower in our opinion 


had 


size in the then stage of engi 


may have some relation to 


neering development and _ size 
might well have been relevant to 
what was then a ‘self-contained 
air conditioning unit.’ ” 

In conclusion the court added, 
‘Among engineers horsepower 
of a motor does not mean its 
nominal horsepower rating but 
means the actual horsepowet 
which the motor will deliver con 
tinuously under its full normal 
load 

The Appeals did 


not reach that question nor re 


Court of 


view that fact in view of its con 
clusion that the horsepower test 
was not valid. Accordingly we 
remand the case to the Court of 
Appeals for the considering of 
that and any other question that 
And that 


our disposal is without prejudice 


may remain. we add 
to such action as the lower court 


may deem proper to prevent 
manufacturers or others, should 
they ultimately prevail, from ob 
taining the windfall by reason of 
taxes collected by them but not 


paid to the government.” 
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SELL or 
REPLACE 


UNIT HEATERS or 
DUCT FURNACES 


ORDER 


~jfuilitys 


Because They DO NOT 
RUST or BURN OUT and 


Are Fully Guaranteed 
For 10 Years! 


When You 








BLOWER MODELS 


For extremely 
quiet operation. 


Open or Enclosed 
Blower Models. 


DUCT FURNACES 


May be close-coupled 
for any total capacity. 


THE SUPER-FEATURE LINE 


Fan Models — Blower Models Low air pressure drop. 





Duct Furnaces 
25,000 to 900,000 Btu's 
Aluminized or Stainless Steel 
Industrial and Make-up Air Heating GAS POWER BURNERS 
Heavy 18 Gauge 100% Welded Unconditionally Guaranteed 


Duct Furnaces AGA Approved 
For Downstream Use 


AVAILABLE WITH ERIES 
* Ts 
Dual Fuel Adjustable Air By-pass a yrs SERIES =" 
Modulation High Velocity Nozzles 5 LG 


© to 700,000 Btu. 
2 Stage Valve High Pressure Regulator © 70,000 to 


@ 400,000 up to 8,000,000 Btu. @ Simple Control System 


Electric Ignition 115 or 24 Volt © No Combustion Chamber Required 


y Se vice 
° S ves $ ° $5 On Ever Job Easy ° 
a 100 t 00 e t t 


ASK FOR BULLETIN 


teil HASTINGS AIR CONTROL poiege 
Omaha 5, Nebr. 
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10: : 
CHIMNEY 


supports in standard 
framing 


the all-fuel 10-K by Metalbestos 


Galvanized steel New Lo-K 


outer pipe insulation 


with Lo-K, a revolutionary new insulation 


@ 2” of Lo-K insulation in 10-K has insulating value of 35” of brick. 


Stainless steel 
inner pipe 


Chimney capacity increased 100% yet supports in standard framing. 


EE * ° 
@® Lightweight. One-man installation. 
AGaaanewhe @ Exclusive TWIST-LOCK coupling — no screws, masonry mastic. 


Simple 3-step installation for fast job-site assembly. 





The 10-K CHIMNEY 
U is tested and listed by 
. J] Underwriters’ Laboratories, Inc 


METALBES os DIVISION 


ASK YOUR NEARBY METALBESTOS SALESMAN OR ee eee 
REPRESENTATIVE FOR ALL THE DETAILS, OR WRITE (sn RR SRA 
DEPT. A, P.O. Box 137, Belmont, California 
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The Finest in Forced Humidification 


See your (DALprilaire wholesaler 


HUMIDIFIER 


RESEARCH PRODUCTS CORPORATION, Dept. 91, Madison 1, Wis. 
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WITH THE ASSOCIATIONS 


Continued from page 76 











Noy 26-29 


Dec. 3-7 


eb. 12-15 


Coming Events 


November 


Northamerican Heating & 
\irconditioning Wholesalers, Inc., annual 
convention. Sheraton-Gibson Hotel, Cin 
cinnati. W. R. Bull, executive director, 
1220 W. Fifth Ave., Columbus 12. 


December 


National Association of Home 
Builders, annual convention and exposi 
tion. McCormick Place, Chicago. John 
M. Dickerman, executive director, 1625 


I. St.. N. W., Washington 6, D.( 
1962 


January 


Jan. 29-, American Society of Heat 


ing, Refrigerating and Air-Conditioning 
I:ngmneers, Inc semi-annual meeting 
Chase Park Plaza, St. Louis. R. C. Cross, 
executive secretary, United Engineering 
Center, 545 E. 47th St.. New York 17 


February 


Feb. 4-7 New York State Sheet Metal, 


Roofing and Air Conditioning Contrac 
tors’ Association, annual convention 
Manger Hotel, Rochester, N. Y. Clarence 
]. Meyer, executive secretary, 569 Gene 
Buffalo. 


See ae 


Feb. 23-24 Sheet Metal and Roofing 


Contractors’ Association of Minnesota. 
imnual convention. Spalding Hotel, Du 
luth, Minn. Howard D. Camitsch, execu 


tive secretary, 867 Grand Ave., St. Paul 


12th Exposition of the Air 
Conditioning, Heating and Refrigeration 
Industry. Great Western Exhibit Center, 
Mills, show di 


Air-Conditioning and Refrigera 


Los \ngeles George E 


rector, 


tion Institute, 1346 Connecticut Ave., N. 
W., Washington 6, D.C. 
Feb. 12-15 


ditioning Contractors Association, annual 


Refrigeration and Air Con 


convention. Biltmore Hotel, Los Angeles. 
Koach, executive director, 20 
N. Wacker Dr., Suite 2265, Chicago 6. 


Joseph E. 


Feb. 19-22 


tion Conference. Kellogg Center, Michi 


Annual Industrial Ventila 


gan State University, East Lansing, 
Mich. James C. Barrett, Michigan De 


partment of Health, Lansing 4, Mich. 


Feb. 22-23 Ohio Sheet Metal Contrac 
tors’ Association, annual convention. Bilt 
more Hotel, Dayton, Ohio. William F. 


Favret, president, 55 Goodale, Columbus. 


March 


Mar. 5-7 Sheet Metal Contractors’ As 
sociation of Wisconsin, annual conven 
tion. Hotel Schroeder, Milwaukee. Robert 
S. Schmieder, executive secretary, 8320 


W. Bluemound Rd., Milwaukee. 


April 


\pr. 8-12 
Inc., annual convention and exposition. 
Conrad Hilton Hotel, Chicago. Charles 
H. Burkhardt, managing director, Equip 
ment-Technical Div., 60 FEF. 42nd St., 
New York 17. 


National Oil Fuel Institute, 


May 


May 12-18 Sheet Metal and Air Condi 
tioning Contractors’ National Associa 
tion, annual convention. On board the 
“Queen of Bermuda” en route to Bermu 
da. Leaves from New York City Satur 
day afternoon, May 12. J. D. Wilder, ex 
ecutive secretary, 107 Center St., Elgin, 


Ill. 
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FURNACES 


DESIGNED TO HANDLE 
AIR CONDITIONING 


INGEVWV 
LOW PRICES 


Call your local Bryant distributor or fac- 
tory branch for prices and complete in- 
formation on these two exciting new oil 
furnaces. Model 105-353, 105,000 Btu; 
Model 140-353, 140,000 Btu. 


“HEART OF MARKtT” DESIGN 


These two new furnaces are designed to 
cover 93% of today’s market for oil 
furnaces. 


ay RAYMOND LOEWY 


New, clean-lined styling in a smart, new 
color combination says “quality” at 
first glance. 


COMPACT! Model 105-353. 22%” 


= 36" = Gf". 

















—~_! 





You've got all these features 


WORKING 
FOR YOU! 


N EW BASIC FU R NACE. Upfiow unit can be used as downflow 


or basement furnace by use of counterflow and drop duct kits. 


NEW QUIETNESS. The Bryant blower (belt or direct drive) has 


been really engineered for quiet operation; the heat exchanger com- 
partment is insulated for heat and sound. 


N EW BLOWER. The big, powerful direct drive blower is (1) de- 


signed to handle air volume for both heating and cooling, and (2) it 
changes from winter to summer speeds at the flick of a switch on the 
thermostat. 


NEW UNI-WELD CASING. weidea one-piece construction 


eliminates rattles, drooping corners, loose doors. It will support the 
whole duct system. 


IM PROVED H EAT EXCHANGER. Rounded top and bottom 


heads streamline air flow in upflow and downflow units. Exclusive Air 
Deflector Baffle increases “‘heat wipe’’. 


ENCLOSED burner and controls on ail models. 


In large basement models you have two proven Bryant oil furnaces in 
Model 175-316, 175,000 Btu, and Model 280-308, 280,000 Btu. 


Join up with 


the company on the move lll! 


BRYANT MANUFACTURING COMPANY .- Indianapolis 7, Indiana 


NEW IDEA 


TO HELP YOU MAKE 3 
SALES INSTEAD OF 1 


BRANT 


HOME COMFORT CORE 


On both remodeling and new house 
work, suggest Year "Round Air Con- 
ditioning with a complete BRYANT 
HOME COMFORT CORE — furnace, 
air conditioner and water heater 
Dealers tell us it’s a lot easier to get 
the extra sale than they thought 
that in 4 out of 5 cases an air condi- 
tioner buyer wants a new furnace too 
The Home Comfort Core idea appeals 
to home owners and builders alike 
For your builders large or small 
Bryant has a down-to-earth Home 
Comfort Core Merchandising Program 
to help them move their houses faster, 
and get you extra business! Builders 
want this help 


Your Bryant Distributor or Factory 
Branch has all the facts and wants to 
help you 


SOLID 


LOCAL SUPPORT 


...from your Bryant Distributor or Factory Branch 


You'll find him ready and willing to 
help in every way he can. He will give 
you prompt delivery from full home 
town stocks. His factory-trained people 
will help you on selling, layout and in- 
stallation problems. And you can bene- 
fit from Bryant’s local advertising and 
sales promotion ideas and programs 





How MAPLEWOOD 


engineers produce 


up to 30,000 feet 
of 5’ pipe in 8 hours! 


This complete line 
MAPLEWOOD Pipe and Duct Machinery 


® G-924 Panel-Type Snap-Lock ® H-120 Air-Operated Roll, 
® GHA-5 Automatic Crimp & Bead with 
intermediate Feed Table Micro-Switch Trip 


® GHA-10 Automatic C Elbow 
Intermediate Feed Table © CA Air Operated Elbow 


® H-60 Air-Operated Roll, , 
Crimp & Beod with ® P Hand Gap Gang Punch 


Micro-Switch Trip MP Power Gap Punch 


Fully Described In NEW CATALOG NO. 1701 
Write NOW fora copy! 


Maplewood engineers transfer panels automatically 

with a new intermediate feed table between the panel 
snap-lock roll-forming machine and the roll. Automatic 
transfer permits the roll former and roll to operate at 
maximum high speeds. Production increases accordingly, 


reducing cost per pipe section drastically. 


Ask a Maplewood engineer to quote on your production 
requirements, and then make any comparisons 
you desire. The results will show the definite 


advantages of buying Maplewood equipment. 


Complete Roll Forming Production Lines 


MAPLEWOOD 


ROCKFORD MACHINE TOOL CO., ROCKFORD, ILLINOIS 
DIVISION 
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GRIP this Crescent adjustable wrench. Feel its per- 
fect balance...its comfortable weight. Shake it...there’s 
no rattle or clank. Slide your thumb across the knurl. 
See how easily and precisely the jaw moves from “closed” 
to “full-open” without a hitch. 

These are the obvious things that tell you this is a 
Crescent wrench. Not so obvious (but there just the 
same) is the infinite care that goes into its manufacture. 
No less than eighty separate and painstaking steps are 
taken in producing this tool...from the first ear-splitting 
sock of the drop hammer on white-hot steel alloy to the 
final hand-polishing and individual strength test. 

All Crescent hand tools are made with precision 
like this. That’s why Crescent quality has stood un- 
matched for more than half a century. 


CRESTOLOY. Forged of super-hard 
Crestoloy Steel. 200% stronger than 
conventional adjustable wrenches. 
Chrome plate finish. 


=m) 


CRESCENT. Forged of selected car- 
bon steel and specially heat-treated 
for toughness and durability. 











BOTH CRESCENT AND CRESTOLOY 
WRENCHES CARRY THE SAME CRESCENT 
GUARANTEE OF LASTING QUALITY. 


Tign of the Orlisan Symbol oS Erecllence 


CRESCENT TOOLS 
Cive Winegs lo Word 





ed 
Crescent is ovr trade-mark, registered in the United’ States and abrood, for wrenches ond other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, 


JAMESTOWN, NEW YORK 
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AMERICAN 


Coil Circuiting Provides 
Refrigerant Sub-cooling 


\IR COOLED condensing unit 
(HSA2-1103), 11 tons nominal 
cooling capacity, employs large 
condenser air volume and special 
coil circuiting to gain maximu 
capacity. The coil circuiting pro 
vides a sub-cooling benefit which 
delivers liquid refrigerant to thi 
evaporator up to 20 deg cooler 
than the 


condensing tempera 


ture, according to the manufac 
ne’ 

Phe resthently mounted cor 
pressor is statically and dynan 
ically balanced and has— light 
pistons and 


rods \ full foree-feed lubric 


weight) aluminum 
tion SVStetm 1s provided is well 
as ambient compensated overload 
protection for the wind 


moto 
ings. Protection against “slug 
ging” is afforded by a crank-cas« 
heater or “oil rectifier.” 


by 


The unit may be serviced 
removing either end panel and 
electrical and refrigerant conne 
tions are made at central loca 
condenser side of 
\ liquid line dryet 
is furnished as standard equip 


ment \ tall, 


diameter 


tions on. the 
the cabinet 
vertical, small 
receiver 1s equipped 
with a purge valve and two li 
uid-level valves 

The cabinet is fabricated of 16 
va panels, 14 


ga corner pane Is 
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doors The 


ind 10 ga base rails and cross 


wembers \ll panels are finished 
in thermo-setting acrylic enamel 
Industries Inc., 200 


Varshalltown, To 


Lennox 


S. 12th Az 


Nibbling Machine Adds 
Profile Attachment 


\ PROFILI 


has been developed for powered 


cutting attachment 


mbbling machines. The profile 
ittachment can be installed o1 
from the company's 
machme m ai mattes 

minutes. It is ce signed fon 
duplicating 


template shapes or 


cutting circles, rectangles, square 


holes, slots, rings, and hole 


punching. It can also be used fot 
metal 


holding large panels for 


profile attachment 


moves im any direction on 
smooth running ball bearings 


/ 


American Pullmax Co., Ine., 


55 N. Sheffield Ave., Chicago 


l 
2 
I 


+, /Il 


Rivet Gun Extended 
With Two More Sizes 


PWo ADDITIONAL series of rivets 
can be used in the “Snapo” rivet 
eun without having to make ad 
justments or changes in the jaw 
of the tool. The series are im the 
5/32 and 3/15 in. sizes, and fea 
ture the aluminum rivet with a 
steel mandrel, tlat head type, of 
fered in several different lengths 
for varying work thicknesses. 
Kor blind and non-blind applica 
tions, all sizes can be used with 
out adjustments in the gun 

Richline Co., Inc., 1531 E 
Franklin Ave Minneapolis, 


\VJinn 


Changeover Panel Adds 
Mild Weather Setting 


Fok USE ON year ‘round ait 
conditioning systems, the “Zon 
\-Trol” heating-cooling control 
panel and selector switch permits 
switchover from heating to cool 
ing evele and back again by set 
ting the selector switch to the cy 
cle desired. The control makes 
the changeover automatically. 
kor mild weather ventilation, 
the selector switch and control 


(Continued on page 8&8) 
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Light Commercial 
and Industrial 


ATR CONDITIONING ::: 


Blower-Coil Air Handling Unit — 8, 9 or 10 Ton — Avail- 
able now, A.R.I. Certified: 93,000 or 114,000 Btuh 
with one 8 or 10 Ton Condensing Unit — 93,000 or 
114,000 Btuh with two 4 Ton or two 5 Ton Conden- 
sers — 103,000 Btuh with one 4 and one 5 Ton Con- 
densers. Heavy construction, uncomplicated design. 
Twin Blowers for high air deliveries. Standard equip- 
ment Filter Rack and High Velocity Filters. Weld Nuts 
for easy suspension. 


Air Cooled Condenser-Compressor Units — 8 and 10 
Tons — 8 Ton size available now, A.R.I. Certified. 
Compressor Section shipped separate from Condenser 
Section — each with holding charge and mating con- 
nectors. Easily installed on roof or at grade level. 
Upward Condenser discharge at low velocity from 
Twin Fans having ‘‘Mild Weather’’ Control. 16 Gauge 
Zinc Coated Cabinet and Plastic Coated Grilles for out- 
door installation. 10 Ton size available March, 1962. 


Gas Fired Duct Heaters — 100,000, 150,000, 200,000, 
250,000 Btuh — Available January, 1962, A.G.A. Approved for 
installation downstream from cooling coil. Aluminized Steel 
Heating Element and Condensate Drain. Gas Controls on 
either side. Manifold on one end and Flue Outlet on opposite 
— or both on same end. Weld Nuts for easy suspension. Unex- 
celled for combination with new Luxaire Air Handling Units. 


SEE YOUR LUXAIRE DISTRIBUTOR, TODAY! 





Factory Assembled 
and Wired 
Horizontal Unit — 
Pn de available Gas or Oil 
and Wired _—=—, — shown with Duct 
Upflow Gas Cooling Coil 


or Oi! Unit 
— shown 2,3, 40r 5 Ton 


THE C. A. OLSEN MFG. CO. with Plenum _ fag pose gage haem, 
A Cooling Coil _ aoe a 
a | Duct Coil — Counter- 
ELYRIA, OHIO | -- flow Coil — Blower- 
s Coil Unit 
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Office and shop J E Rimel Plumbing Company, Kansas City, Missouri. Heating instalied by owner 


THE DEPENDABLE FIBRE DUCT 


that’s easier to 


veers none 


ae 
ee * - 
hp an tal - 
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FREE INSTALLATION MANUAL 
Contains latest, detailed, step-by-step 
installation data for SONOAIRDUCT 
Fibre Duct. For free copy, 
send us your name and 
address on company 
letterhead. 
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install 


In slab perimeter heating and cooling, do you want to hold down costs while 

maintaining high quality? Do you want dependability you can count on, in a 
system that’s easily and quickly installed? Then you want SONOAIRDUCT Fibre 
Duct for your next slab perimeter job! 
Year after year, SONOAIRDUCT has been America’s best selling Fibre Duct 
— proving its dependability in thousands of installations. And, aluminum foil- 
lined SONOAIRDUCT meets or exceeds all F.H.A. criteria and test requirements 
for products in this category. 

This low-cost, lightweight fibre duct saves you time, labor and money too! 
Easy-handling SONOAIRDUCT joins and levels quickly ... can be cut to length 
or mitered with a hand saw. There are no sharp edges, and it won't chip, crack 
or break when dropped —every piece is usable! 

Fo protect your reputation, your profit margin, and the interests of your 
customers, always install Sonoco SONOAIRDUCT—the BEsT in Fibre Duct. 
Available in 22 sizes, 3” to 36” I. D., standard 18’ lengths. Special sizes 
to order. 


For complete information, see our catalog in Sweet's or write 


SONOCO PRODUCTS COMPANY, HARTSVILLE, $.C. + La Puente Calif + Fremont Calif * Montclair, NJ) © Akron Indiana 
* Longview Texas * Atlanta Ga + Ravenna Ohio » Brantford. Ont * Mexico D F 





MILWAUKEE Shear provides 
clear view of blade for greater 
accuracy. Cuts to ~” radius 
on left hand curves, 1” on 

right hand curves . 





HEAVY-DUTY 


Electric Shear 


* Cuts 16 gauge cold rolled steel . . . 17 gauge stainless, 
galvanized sheet, aluminum and monel metal 

* High speed . . . 3800 strokes per minute 

* Cuts close curves, right or left . . . won’t distort metal 

* Handle is forward and low . . . for easy control 

* Clear visibility . . . unobstructed line of sight 

* Exclusive cutting action 

* Weighs only 5% lbs. .. . perfectly balanced 

See your MILWAUKEE Distributor, or 

send for detailed bulletin SH-1. 


* 


Yeliew Pages /OOk under “tools — electric” 


MILWAUKEE ELECTRIC TOOL CORP. 


5352 WEST STATE STREET, MILWAUKEE 8, WISCONSIN 


Al-169 
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panel provide for the control of 
a separate ventilating damper ac 
tuator which may be installed in 
a ventilating duct connected to 
an outside air source and will 
open when the selector switch ts 
in the “off position. All damp 
ers are adjusted to provide fresh 
air during mild weather opera 
tion, Econo Products Co., 
Div. of Viking Instruments, Inc., 
last Haddam, Conn 


Compact Furnaces Have 
Curved Heat Exchanger 


EIGHT COMPACT gas-fired horizon- 
tal furnaces are offered in the 
“Weathermaker” line. Dimensions 


are 1954 x 277% x 42% in. (44144 
in. in height in the cooling mod- 
els): weights range from 120 to 
200 Ib. 

According to the manufacturer. 
compact size is made possible by 
a curved steel heat exchanger 
which offers more surface and is 
swept by air from two blowet 
openings instead of one. The ex- 
changer is coated with a heat re- 
sistant aluminum and ceramic 
material. 

The blower and motor can be 
serviced from either side. Four 
models have Btuh capacities of 
80.000 100.000 105.000, and 125.- 
000. A second 125.000 Btuh mod- 
el has still higher air handling ca- 
pacity. All can be equipped with 
the company's encased horizontal 
cooling coils. Three other models 
of 80.000. 100.000, and 125.000 
Btuh capacity are for heating only 

Carrier Air Conditioning Co.. 
Div. of Carrier Corp. Carrier 


Parkway. Syracuse 1. N.Y. 


Multiple Circuit Tester 
Used by One Mechanic 


CABLE TRACER enables one me 
chanic to trace up to ten pairs 
of circuit conductors without as 


sistance. The device is s1x inches 
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QUICK" (CHOKE) LONESOME POLECAT, 
DESIGN US A (GASP) OTHER PIECE. O’ 
USS GALVANIZED STEEL 
DUCTWORK ’7 TH’ KICKAPOO JOY 
JUICE FUMES |S MELTIN' 

TH' CAVE ROOF #7 


about (iss) Galvanized Steel 











INJUN DEEP-DRAW DESIGNS 
NO PROBLEM. WITH USS 
GALVANIZED STEEL 
SHEETS //-UGH’/- BETTER 
PUT OUT FIRE UNDER JUICE 
FORE IT SPILL OVER TOP 
OF USS GALVANIZED 
STEEL VAT AN' 

EAT OP WHOLE CAVE /7 








Here's proof that USS Galvanized Steel USS Galvanized Sheets make excellent duct- 


ro 


This “container” of USS Galvanized Steel 


Sheets have exceptional workability—twist work. They're strong and rigid. Lock joints illustrates the outstanding formability and 


and bend, and the zinc coating won't flake off. 


United States Steel Corporation « Columbia-Geneva Stee! Division 
Tennessee Coal & Iron Division *« American Steel and Wire Division 


United States Steel Supply Division 


Company. 


AMERICAN 


« United States Steel Export 


Anrisan, November 1961 


Stay tighter. Installation is quick and easy. 


drawing characteristics of the metal. 


United States Steel 
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long and fits into the tester’s 


Humidifier that WORKS hand. It contains 10 numbered 


station blocks and is self pow- 


For Your Greater PROFIT! 





ered. Wires at stations are in 
serted into marked clips. Me 
chanie then inserts conductor 


leads at main junction panel into 





tracer box, pushes a switch and 
a lighted number will identify the 


circuit. Shorted or open circuits 





are also identified by built-in 
tests that are performed simul 
taneously with the identifying 
test. Weight is 11 ounces. Comes 
with leather carrying case 

Pyramid Instrument Corp., 630 
Verrick Rd., Lynbrook, N. Y¥ 


Pneumatic Clip Punch 
Fastens Standing Seams 


PNEUMATICALLY operated clip 
punch for joining standing seams 
and government lock sections for 
ductwork. Will clip three sheets 
of 22 ga galvanized metal at 85 
psi or three sheets of 20 ga at 
100 psi Lock 1s completed in 
one operation by thumb pres 
PAT sure on two air valve buttons lo 
PENDING Ss 
cated next to the handle grips. 
Weight is 20 Ib. Recommended 
shop installation includes trolly 
boom to permit punch to swing 
over work Thor Tool and Die 
Co., 865 Estabrook St., San 
Leandro, Calif 


ATOMIZING HUMIDIFIER Loading Simplified 





Ro , horizont: eda, air 

BON-AIR sells faster because it works better! Scores of hi ye . yo ntal media, +4 
thousands of dependable installations make BON-AIR the a een”, 1s availa 
leader in low popular priced atomizing humidifiers! ble with automatic (motorized 
i d co roe oper: oO or 

You can actually SEE the fog-like mist as BON-AIR : ae ae ‘ sea n) 
automatically atomizes fresh water for immediate, positive manual drives, with or without 
humidification. Motor operated, completely assembled for media covers on either or both 
quick, profitable installation. Order now from your wholesaler. ends, and is manufactured in 8&4 
* NO EVAPORATOR PLATES! NO JETS! NO NOZZLES! arene ade anadecdias 


clude reduction in the number of 


* NOTHING MORE TO BUY — EVER! 
* LIFETIME COPPER CONSTRUCTION! 


moving parts and a_ simplified 
method of media loading Model 


PRODUCTS CO. Ht-5 is designed for installation 
Al RKL HT || P. O. BOX 3501 -A in locations where headroom ts 
CLEVELAND 18, OHIO at a premium and in variety 


ra 
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NEW FURNACES 
FOR THE FINEST IN | 














° 

60,000 to 160,000 B.T.U. 
e : 

60,000 to 160,000 B.T.U. 
* 





80,000 to 160,000 B.T.U. 





WANA 





mmm 


homeowners, home builders and heating contractors prefer the 


Anmstrong 700 Series for all home heating applications 


NEW HIGH STYLING 


Clean, slim styling in green, gold and white adds 
a touch of distinction to any decorating scheme 

. is perfectly in place in any basement or utility 
room. 


NEW COMPACT DESIGN 


More space for living. Greater freedom of choice 
on furnace location. Lower installation costs. These 
are the pay-off on the unusually compact design of 
the Armstrong 700 Series. 


Basement models stand only counter-top high 
yet require no more floor space than most full- 
height basement models. Up-flow and counterflow 
models in the smaller capacities require a floor area 
only 12” by 25%” . . . and the very largest a space 
only 26” by 2912”. 


Smaller flue connections, a full inch smaller than 
on most furnaces of comparable capacity . . . mean 
further savings on installation thru substantial re- 
duction of chimney costs. 


NEW HIGH STANDARDS 
OF PERFORMANCE 


Performance was not sacrificed to achieve compact 
design or fine styling in the 700 Series. Armstrong 


engineers have set new standards for styling and 
size with furnaces which are unexcelled for effi- 
cient, economical, maintenance-free operation. 


SAME FINE Seg e QUALITY 


In materials, components and craftsmanship, Arm- 
strong 700 Series furnaces maintain or exceed the 
exacting standards which have made “Armstrong” 
the by-word of quality in warm-air heating. 


FABULOUS NEW PRICES, TOO 


In design, performance and quality of construction 
Armstrong 700 Series gas-fired furnaces offer a 
combination of advantages not available in other 
furnaces at any price — yet they are priced to com- 
pete with units which have far less to offer. 


For prices and details on 
Armstrong's complete line 

of gas-fired home heating equip- 
ment ... including the 700 
Series plus gas horizontal and 
gravity models and conversion 
burners ... write to the 
Armstrong Furnace Company, 
851 West Third Avenue, 
Columbus 12, Ohio 


DIVISION OF MATIONAL UNION FLECTRIC CORPORATION 


Manufacturers of a complete line of 
gas, oil and coal-fired furnaces and 
r cooled summer air conditioners. 











SWORDS OF DAMOCLES 


Every editor of a businesspaper, lilze 
the King’s courtier of Greek legend, 
lives with a sword of Damocles sus- 
pended over his head. 


Some of them have it tougher—they 
live with thousands of them. One for 
each subscriber. 


The under-one-sword editor has 
things a bit easier — his publisher 
holds the sword, and readers don’t 
get much chance to use it. These are 
the papers whose recipients pay no 
subscription price, but get the publi- 
cation more or less over the transom. 


The paid circulation papers, on the 
other hand, give each subscriber the 
opportunity to drop the sword—and 
if too many of them do, things get 
pretty painful for the editor—and the 
publisher. 


But the system has its compensa- 
tions, too: this kind of editor has to 
be on his toes all the time. His publi- 
cation has to be good—or else. So the 
advertiser using such a publication 
can be pretty sure its readers want 
it—and keep on expressing their 
approval year after year by renewing 
their subscriptions 

To find this kind of businesspaper in 
practically any field, simply look for 


this symbol: ne 
PA. Cla, 


THN 
4) 
} 


La 
$s pus’ 














The plus value of paid circulation is “wantedness” 
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ot positions regardless of the 
direction of air flow. Media 
movement can be in either direc- 
tion Farr Co., P. O. Box 
90187, lirport Sta., Los -Ingeles 
15, Cali} 


Directional Diffuser 
Uses Snap-in Flange 


\LL-EXTRUDED aluminum direc- 
tional diffuser, Type D, has in 
ternal dampers. It is available in 
five frame syles and fourteen 
core patterns. All cores are re- 
movable and __ interchangeable. 
Square and rectangular designs 
include one-way flow, two-way 
opposite flow, three-way flow 
and two-way corner flow. Comes 
with snap-in, bevelled, drop col 
lar, flange and lay-on frames 

WV aterloo Register Co., Inc., P 
). Box 147, Waterloo, lowa 


Adjustable Coliar 
Flue Gas Vent Cap 


FoUR VENT CAP models with ad 
justable collars to fit 274 through 
11 in. double-walled, single 
walled and asbestos-cement type 
roof terminated gas vents. Ver 
eCAP has’ been designed to 
prevent downdrafts, is bird 
proof, and clog proof from de 
bris, snow and ice. It is available 
in either corrosion — resistant 
uminum or galvanized steel 

Leslie Welding Co., Inc., 
11241 Il’. Alelrose St., Franklin 
Park, Ill 


Color Code Identifies 
Standard Filter Sizes 


GLAss FIBER “AMER-glas” fur 
nace filters are treated with hex- 
achlorophene to help fight bac- 
teria, and feature color-coding 
for ease in identifying the dif 
ferent sizes of filters. Designed 
to provide more dirt catching ef 


ficiency, the glass fiber filter 





Strong, Modern, Dependable 


from your 
Stainless Stee/ 
Service Center... 


60-INCH WIDE 
CONTINUOUS 
ROLLED 


STAINLESS 
STEEL 
SHEET ! 


The man to call—your 
Republic distributor. 


Republic Steel is the 
only producer of contin- 
uous rolled stainless steel 
sheet sixty inches wide. 
Continuous rolling pro- 
vides a more uniform 
sheet with a better finish. 
Stainless sheet is avail- 
able in 1, 2-B, 2-D, 3, 4, 
6, 7, and 8 finishes, in coils 
or cut lengths. 








HOW TO GET BETTER — FASTER MAIL DELIVERY 


All any business concern needs to do cooperative program now underway 
is to cooperate in NIMS — NATION- and sponsored by the United States 
WIDE IMPROVED MAIL SERVICE — a Post Office. 


PRINCIPAL FEATURES: 


tH Encouraging large-volume mailers to schedule their 
mailings so they can be handled in the order of im- 
portance to them. 


ff Greater emphasis on pre-processing of mail in the 


mail rooms of large mailers. 


rod Continuing emphasis on “Mail Early in the Day” 
and other patron cooperation programs. 


THE O-—» TO THIS PROGRAM 





The scheduling of mail — so that it moves in an orderly manner around 7 
clock 

Under this cooperative program, big mailers would separate their priority mail 
from non-priority mail. The urgent business letters would go in one pile — 
and the remaining bulk of the firm's mail — bills, notices to stockholders, re- 
ceipts, advertising material sent first class, etc. would go in the other. 

Then the much smaller piles of priority mail would be “worked” in the local 
post office and dispatched posthaste early the same evening. 

Next morning, first thing, the remaining large quantities of non-priority mail 
will be worked at an uncluttered post office. 

Although the non-priority mail actually will be withheld and deposited the next 
morning, the NIMS program will place priority mail “in line” in order of im- 
portance to sender and addressee, with resulting benefits of speedier delivery. 
INVESTIGATE YOUR COMPANY'S MAILING PROCEDURES NOW. BY 
FOLLOWING NIMS YOU WILL BE CONTRIBUTING TO BETTER, FAST- 
ER MAIL SERVICE FOR ALL. 


(This advertisement run in the interest of better postal service by) 


AMERICAN ARTISAN 











q 6 NORTH MICHIGAN AVENUE CHICAGO 2, ILLINOIS 


YOU SAVE MORE WITH 
FLEXAUST HOSE 


Thousands of successful in- 
stallations prove that use of 
Flexaust hose and Portovent 
retractable duct with metal 
duct systems lower installation 
costs — but there are other im- 
portant advantages 





Exceptional abrasion resistance 
Corrosion resistance 

Noise absorprion 

Durability under heavy flexing 


Provision for expansion and 
contraction 


Easy relocation of hoods 
and machines 


Made of high quality neoprene 
coated fabrics 1'4 to 36” i.d. 


Write today for full details 


Diatributora in all principal cities 


THE FLEXAUST CO. 


DEPT. AA 100 PARK AVE. 
NEW YORK 17, N. Y. 
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ing media is spun with progress 
ing density from one side to the 
other. Five colors are used to 
identify filter sizes American 
Air Filter Co., 215 Central Ave., 
Louisville 8, Ky 


Controls Differ For 
Plate Type Gas Burners 


ADDITIONS HAVE been made to the 
“Spread Heat” line of plate type 
upshot gas burners to produce 
greater Btuh capacity. The line is 
now made up of five models offer- 
ing a delivery range from 50,000 
to 1,000,000 Btuh. 

Three different types of controls 
will be available for these units: 
1) Standing pilet, with 24-v au- 
tomatic gas valve and transform- 
ers, runner lighter ignition; 2) 
Constant electronic. with 115-v au- 
tomatic gas valve, runner lightet 
ignition, electronic relay and con- 
stant pilot; 3) Intermittent elec- 
tronic, 115-v automatic gas valve. 
automatic spark ignition with 
6000-v transformers, electronic re- 
lay and intermittent pilot The 
Barber Mfg. Co., 1052 E. 134th 
St., Cleveland, O. 


Commercial Heat Pump 
With Separate Sections 


SEPARATE INDOOR and_ outdoor 
heat pump sections with 15 ton 
nominal capacity have been de- 
signed to match applications with 
varying load conditions. The out- 
door section has a low silhouette. 
20%, in. high, with legs that can 
be adjusted to heights of 12 o1 
8 in. At 95 F outdoor temperature 
and 67 F wet bulb indoors, the 
heat pump produces 173,000 Btuh 
of cooling. At 40 F outdoor tem- 
perature and 70 F indoors, it 
produces 162,000 Btuh of heating. 
As many as three accessory electric 
heaters of 19.1 kw each may be 
mounted on the fan deck. A defrost 
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Manulacturers | 
Agents 


Are you interested 
in securing 


additional lines? 


We are occasionally asked by 
our manufacturer advertisers to 
suggest the names of manufac- 
turers’ agents in various sections 
of the country whom they can 
contact in regard to representa- 
tion of their residential and small 
building heating, air condition- 
ing sheet metal products. 

If you would like your name 
listed on our records for in- 
quiries we may receive on your 
territory, we invite you to write 
us. There is no charge in connec- 


tion with this service. 


AMERICAN 
ARTISAN 


6 North Michigan Avenue 
Chicago 2, Illinois 


Ww Ww 
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cycle occurs every 60 minutes when 
outdoor temperatures require it. 
An exclusive control circuit pre- 
vents rapid cycling. Refrigerant 
subcooling enables the outdoor 
unit to be located as much as 60 
ft above or below the indoor unit. 
The indoor section can be used 
with or without ductwork and has 
a matching plenum for free dis- 
charge of air. Without plenum 
and with the fan section on top, 
the unit is 80 in. wide, 6314 in. 
high, and 291, in. deep. With fan 
section mounted on the back, the 
dimensions are 80 x 46 x 52 in. 
respectively. The cabinet can be 
mounted vertically or horizontally, 
suspended from a ceiling or floor 
mounted Carrier Air Condition- 
ing Co., Div. of Carrier Corp., 
Carrier Parkway, Syracuse 1. 


oF 


Belt-driven Axial Fan 
Available in 11 Sizes 


BELT-DRIVEN vane axial fan, 60 
in. diameter, will move 96,450 
cfm at 2 in. static pressure (98.3 
bhp) or 66,500 cfm at 7 in. stat 
ic pressure (116.7 bhp). The 
line now includes _ belt-driven 
models in 11 sizes, 12 to 60 in., 
and direct-drive models in 6 siz 
es, 18 to 42 in. Construction fea 
tures common to all models in 
clude precision finished cast alu 
minum-alloy impellers and_ all 
welded construction, with guide 
vanes welded to both inner and 
outer shells Hartzell Propel 
ler Fan Co.., Piqua, OY) 


Combine Electric Water 
Heater and Work Table 
SPACE-SAVING “Table Top” elec 
tric water heater, available in 30, 
10, and 50 gal. sizes, is designed 
for use where water heating 
equipment cannot be installed in 
the usual locations. The unit is 
36 in. high. 


Features include a one-piece 





nN 
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Strong, Modern, Dependable 


behind your 
Republic 
distributor... 


VITAL 
STAINLESS 
STEEL 


METALLURGICAL 


SERVICE 


Republic aims at finer 
stainless steel . . . properly 
selected and applied. Your 
distributor can request 
Republic’s “3-D” Service. 
Field, mill, and laboratory 
metallurgists investigate 
the application . . . recom- 
mend the most economi- 
cal material and methods 
capable of meeting your 
requirements. 








There’s business out there. 


You're looking at more than a horizon. It’s a future, yours 
and America’s. Out there is Europe and Latin America and 
Asia and Africa. But in 1960, of all U.S. manufacturers, less 
than 5% saw these foreign shores for what they are worth: 
a 19-billion-dollar export market, a vast source of foreign 
trade. 

Move in for your share. Build your business and help 
keep America growing. Extra production creates more jobs, 
helps balance the outflow of gold, and wins new friends 
abroad with U.S.-made products. 

Even if you've never sold overseas, you have a rare op- 


portunity to start — now. Your U.S. Department of Commerce 
will he!p with counsel by experts on what, where and how to 
sell—with data on credits, payments and financing. A pack- 
age of invaluable know-how is yours for the asking. 

Now's the time to discover the many ways in which your 
business can grow. In the lucrative export markets. In new 
U.S. markets. In developing new products. In attracting new 
industry to your community. Just write or phone the U.S. 
Department of Commerce Office of Field Services in aS 
your city, or Washington 25, D.C. They are ready to * : 
help you grow with America! <i 


NOW’S THE TIME TO GET GROWING IN A GROWING AMERICA! 
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Now’s 


the time 


to get 
erowing 


Take advantage of the 
many ways in which 
your business can grow. 
In the lucrative 

export markets. 

In new U.S. markets. 

In creating new 

products and services. 

In developing 

your community. 

For expert help, just 
write or phone any 

U.S. Department of 
Commerce field office 

or write Commerce, 
Washington 25, D.C. 
They'll help you AS 
grow with America! 2xie 


U.S. Dept. of Commerce Field Offices: 


Albuquerque, N. Mex., U.S. Courthouse. 
CHapel 7-0311. Atlanta 3, Ga., Volunteer 
Bidg. JAckson 2-4121. Boston 10, Mass., 
80 Federal St. CApito!l 3-2312. Buffalo 3, 
N. Y., Federal Bidg. TL 3-4216. Charleston 
4, S. C., Sergeant Jasper Bidg. RAymond 
2-7771. Cheyenne, Wyo., Majestic Bidg. 
Phone 634-2731. Chicago 6, Ill., 226 W. 
Jackson Blvd. ANdover 3-3600. Cincinnati 
2, Ohio, 36 E. Fourth St. DUnbar 1-2200. 
cleveland 1, Ohio, Federal Reserve Bank 
3idg. CHerry 1-7900. Dallas 1, Tex., Mer- 
chandise Mart. Riverside 8-5611. Denver 
2, Colo., New Customhouse. KEystone 
4-4151. Detroit 26, Mich., Federal Bidg. 
WOodward 3-9330. Greensboro, N. C., U.S. 
Post Office Bidg. BRoadway 3-8234. 
Houston 2, Tex., 405 Main St. CApitol 
2-7201. Jacksonville 1, Fla., Federai Bidg. 
Elgin 4-7111. Kansas City 6, Mo., 911 
Walnut St. BAitimore 1-7000. Los Angeles 
15, Calif., 1031 S. Broadway. Richmond 
9-4711. Memphis 3, Tenn., Falls Bidg. 
jJAckson 6-3426. Miami 32, Fia., Ainsley 
Bidg. FRanklin 7-2581. Minneapolis 1, 
Minn., Federal Bidg. FEderal 2-3211. New 
Orleans 12, La., 333 St. Charles Ave. 
Phone: 529-2411. New York 1, N. Y., Em- 
pire State Bldg. LOngacre 3-3377. Phila- 
deiphia 7, Pa., 1015 Chestnut St. WAinut 
3-2400. Phoenix, Ariz., Federal Bidg. AlL- 
pine 8-5851. Pittsburgh 22, Pa., 107 Sixth 
St. GRant 1-5370. Portland 4, Oreg., Old 
U.S. Courthouse Bldg. CApitol 6-3361. 
Reno, Nev., 1479 Wells Ave. Phone: 2-7133. 
Richmond 19, Va., Parcel Post Bldg. Mil- 
ton 4-9471. St. Louis 1, Mo., New Federai 
Bidg. MAin 1-8100. Salt Lake City 1, Utah, 
222 S.W. Temple St. DAvis 8-2911. San 
Francisco 11, Calif., Customhouse. YUkon 
6-3111. Savannah, Ga., U.S. Courthouse 
and P. 0. Bidg. ADams 2-4755. Seattle 4, 
Wash., Federal Office Bidg. MUtual 2-3300. 
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porcelain top with back splash 
and a durable white enamel fin- 
ish that is both acid and heat re- 
sistant, all welded heavy duty 
glass-lined tank, with “On 
Guard” magnesium anode for 
additional tank protection. The 
cabinet has glass fiber insulation. 
The unit is available with either 
interlocking or parallel circuits, 
220 volts, single phase —Pioneer 
Wig. Co., 3131 San Fernando 
Rd, Los Angeles 65, Calif 


Furnace Offers Choice 
Of Blower and Filter 


A SPACE SAVING counterflow gas- 
fired furnace is available in three 
sizes: 80.000, 100.000, and 120.- 
000 Btuh. The unit measures 51] 
in. high, 26 in. deep, and 16 3/16 
or 20 3/16 in. wide (depending 
on capacities). Each size is avail- 
able in either a straight heating 
model or for combining with a 
summer air conditioning unit. The 
summer air conditioning model 
is equipped with a blower capable 
of delivering higher air volumes 
and has permanent type filters 

Day & Night Mfg. Co., 855 Ana- 
heim-Puente Rd., La Puente, Calif. 


Four Models Expand 
Duct Furnace Line 


Mopvu car puct furnace line (DS 
Series) has been expanded with 
the addition of four capacities. 
Furnaces are rated at 175,000, 
225,000, 275,000, and 350,000 
Btuh input. Other sizes have input 
capacities of 150,000, 200,000, 
250.000 and 300.000 Btuh. 

All eight sizes in their standard 
models are AGA approved for in- 
stallation downstream from cool- 
ing coils in year round air condi- 
tioning systems, and are approved 
for temperature rises ranging from 
20 to 100 F. Modulating input 
ranges down to 20 percent. 

All standard furnaces are 


equipped with condensation shields 








Strong, Modern, Dependable 


Call these Steel Service 
Centers for REPUBLIC 
STAINLESS STEEL 


WEW ENGLAND STATES 


Bruce and Cook, In 
Stamford, Connecticut 
Edgcomb Steel of New England, Inc 
Milford, Connecticut 
Boston, Massachusetts 
Nashua, New Hampshire 
Slatersville, Rhode 
Bennington, Vermon 


SOUTH ATLANTIC STATES 


a 
Savannah, Georgia 
Hawhridge Brothers Company Raleigh, North Carolina 
Boston 10, Massachusetts Richmond, Virginia 
J. M. Tull Met; Supply 
MIDDLE ATLANTIC STATES ay 
Abarry Steel Company 
Perth Amboy, New Jersey 
Atlas Stee! Supply Company 
Morris Plains, New Jersey 
Benedict Miller, In 
Lyndhurst, New Jersey 
Fisher Bros. Stee! Corp 
Englewood, New Jersey 


Marietta, Georgia 
Hill-Chase Stee’ 
of Maryland 
Baltimore 3 


ympany 


Vance tron and Stee 
( te, North Ca 

de, New Jersey Dominion Culvert and Metal Corp 

Roanoke 5, Virginia 


EAST SOUTH CENTRAL STATES 
Beals, McCarthy and Rogers Atlantic Steel C 
Buffalo 5, New York 
Brace Mueller Huntley. in 
Buffalo, New York 
Rochester, New York 
Syracuse, New York 

Ernst iron Works 
Buffalo, New York 
Follansbee Meta 
Rochester, New York 


Atlas Supply Company, Ir 
Bronx 58, New York 


steel Company 
Birmingham, Alabama 


Hamsley, Inc 
Brooklyn 32, New York 
K. & S. Metal Supply, In 
Long Island City, New York 
Metal Purchasing pany, In 
New York 1, New York 
Schwarz and Cohn, In 
Brooklyn, New York 
Strahs Aluminum pany, In hattanooga, Tennessee 
Brooklyn 7, New Y 
WEST SOUTH CENTRAL STATES 
t Metal Company 


Hill-Chase and Company 

Philadelphia 34, Pennsyivan Fort Smith. A 
Petts Farrington Company Little Rock, Arkansa 
Philadelphia 29, Penn 


Hammond Sheet M. 
rt Smith, Arkan 


Horace T. Pott 
Philadelphia 
The Warren 
Ene, Per 
ams and 
Pitt rgh 3 


EAST NORTH CENTRAL STATES 


Chicago Stee 
Chicago 3 


pany 


Hubbell Meta 


Indianap 


Detroit 16, Michigan 
Meier Brass & Alum 
Hazel Park, Mich 
The Ohio Metal & Manutact 
Dayton 2, Oh 


WEST NORTH CENTRAL STATES 
Hammond Sheet Meta! Company 
St. Louis 5, Missour 
Hubbell Metals In 
Kansas City | 


E. M. Jorgensen Compa: 
Wichita, Kansas CANADA 

Marsh Steel Corporation Drummond McCall and Co., Ltd 
Wichita, Kansas Toronto, Ontario 
North Kansas City 16, Missouri Montreal, Quebec 


REPUBLIC Stainless Steel 


REPUBLIC STEEL ¢ CLEVELAND 1, OHIO 
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for burner protection, hooded pi- 
lots, and drain pans with pipe 
connections 

Normally equipped with 115-\ 
controls. DS series duct furnaces 
also may be converted to 24-v op- 
eration and to 250-y wiring 
Reznor Mize. Co. 6 Union St.. 
Mercer, Pa 


Compact Unit Expands 
Sectional Furnace Line 


A compact 50,000 Btuh input gas- 
fired winter air conditioning fur- 
nace has been added to the com- 
plete line of “Moncrief” sectional 
gas-fired units. With the addition 
of the model No. Sh-50, this line 
is now available in 7 capacities to 
200,000 Btuh in steps of 25,000 
Btuh. 

Measuring 12 x 26 x 54 in., the 
unit is completely assembled and 
wired at the factory and features 
a heavily constructed 16 ga. end- 
welded steel heat exchanger. A 
rigid cabinet completely encloses 
and conceals the gas manifold. 
burners. and controls. 

The unit is available with either 
a belt-driven or direct-drive blow- 
er. The standard 9 in. belt-driven 
blower. when equipped with a 
properly sized motor, will provide 
air deliveries for up to 2 tons of 
cooling against 0.5 in. of water 
external static pressure, according 
to the manufacturer. 

Bottom air intake is standard. 
Side air intake with an accessory 
slide-out filter frame. which is in- 
stalled inside the cabinet is op- 
tional The Henry Furnace Co.. 
Medina, O. 


Air Cooled Condensing 
Unit for Roof Location 


ReMoT! \IR COOLED condensing 
units in 90.000 and 118.000 Btuh 
capacities, designed primarily for 
commercial and industrial roof 


top installations. have a low sil- 
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Wide variety of shapes, sizes, 
and types of ducts poses no 
problem for versatile Armco 
Zincerip Steel. Zinc coating re- 
mains intact through severest 
forming operations. 


New steels are 
born at 
Armco 





TOUGH DUCT 
ARMCO 


AMERICAN 


ArnTIsAN, November 1961 





™ 


be 
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JOBS MADE EASY WITH 
~ ZINCGRIP STEEL 


No duct job is too tough to fabricate from Armco 
ZINCGRIP® Steel. Unusual shapes and config- Ta) — 
urations can be fabricated easily with no danger of — 

flaking the tightly-adhering zinc coating. Applied 

by the continuous hot-dip method developed and perfected by Armco Re- 
search, the coating will take as much forming as the base metal. 


economy 


Corrosion resistance of zinc coatings in this application is outstanding. 
Forty-three-year-old zinc-coated ducts recently uncovered in Armco’s Gen- 
eral Office building were in excellent condition. 

For complete information, call your nearest Steel Service Center that 
stocks Armco ZINCGRIP Steel. If you aren’t already acquainted, we'll gladly 
put you in touch with him. Just write Armco Division, Armco Steel Corpora- 
tion, 2551 Curtis Street, Middletown, Ohio. 


oo? 
ARMCO Armco Division 


V 


AMERICAN ArtIsAN, NovempBer 196] 





equipment 
developments 


(Continued) 





houette design; the overall height 
is approximately 51 in. Condenser 
is mounted horizontally to decrease 
the height. 

Air discharge is upward, from a 
large diameter  belt-driven fan 
with quiet low speed operation. 
The weatherproof casing is heavy 
gage, embossed aluminum rein- 
forced with steel. Weight of the 
Model 96 AR-3 is 800 Ib: of the 
120 AR-3, 1100 Ib. 

Installation is simplified by ship- 
ment in two sections. Accessory 
motor and drive kits provide a full 
range of air delivery requirements 

Day & Night Mfg. Co., 855 
Anaheim-Puente Rd., La Puente, 
Calif. 


Waterproof Coupling for 
Asbestos-cement Duct 
“DUCTITE COUPLING,” for use 
with Transite Air Duct, assures 
a water-tight joint when used 
with the company’s asbestos-ce- 
ment duct. Designed to meet re- 
vised FHA _ requirements, the 
coupling is a reinforced product 
using inorganic asbestos, bonded 
with waterproofing ingredients 
that make a strong, tight seal. It 
is highly resistant to corrosion, 
as well as being fungus and ter- 
mite-proof. Couplings are avail- 
able in Transite Air Duct sizes 
of 3, 4. 5,.6,.7,8,. 10; and 4Z in: 

Johns-Manville, 22 East 40th 
St., New York 16, N. Y. 


Plenum Compartments 
For Cooling Coils 


NEW COOLING COIL case for its 
horizontal furnace line will ac- 
cept the same V type coil used 
on its highboy and counterflow 
forced air furnaces. According to 
the manufacturer, this makes a 
single type of coil applicable for 
most residential air conditioning 
jobs, whatever the type of heating 


installation involved. Coil cases are 
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equipment surface facilitates solution flow, 
developments and easily applied and main- 


(Continued) tained. The plastic lining materi 





al is supplied in 3/32, 1/8, and 
shipped knocked down in easily 3/16 in. thicknesses Joseph T 
stocked cartons. Rverson & Sons, Inc., 2558 W 
The case for the horizontal fur- l6th St., Chicago 80, III 
naces is the 48/60 DNH. which 
accommodates the company’s 48.- Electric Furnace Offers 
000 and 60,000 Btuh capacity VC Flexible Installation 


coils. Introduction for other sizes “ 
ONE MODEL electric furnace of- 
at a later date is planned Day “ ‘dential j lati 
: Ge rs ce ‘ -esidenti¢ stallation 
& Night Mie. Co.. 855 Anaheim- z ang ep . ae - we 
Puente Rd.. La Puente. Calif. Hexibility or highboy, counter- 


flow, or horizontal applications. 


Sheet Plastic Material re ae a — sal per 
clearance on sides ¢ ( ec é ‘ 
For Tanks, Ducts, Hoods 


provides instant shut-off and _ re- 

FLEXIBLE AND elastic corrosion turn to minimum starting load in 

tant plastic sheet material event of power failure or limit cut- 

for lining tanks, ducts, and othet off. This reduces wire size re- 

made of steel, wood, quirements and eliminates power 

in be installed surge problems, according to the 
manutacturet 

Controls are not affected by am- 

bient temperature; each stage is 

positively sequenced and timed in 

fixed steps The blower is belt 


wr 
iso 


driven and separately controlled 


-NEW WELTY-WAY SLEAR 


SLITS, SHEARS, 
FEEDS... 
AUTOMATICALLY 


Imagine blanking out 12,000 elbow blanks per hour. WELTY-WAY’S 
NEW SLEAR does! WELTY-WAY feeds metal of any length . . . cut to the 
exact 1/16 inch . . . into your fabrication machine. It supports metal coil, 
evenly feeds meta!, pulls meta! from coil, levels it, slits it, shears it, moves 
it through the shear and feeds it into your fabrication machine. WELTY- 
WAY increases production more than 50% while reducing labor cost! 


womens VW/RITE TODAY 
America’s leading manu- Ww 
ea of saimiiien ebty Was PRODUCTS, INC. 


for panel and roll form- 714 Ist Avenue N.W. Cedar Rapids, lowa 
ing machines. Phone EMpire 3-8148 
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to eliminate cold air at the regis- 
ter. Complete stage selection is 
available from 10 kw (34.200 
Btuh) to 25 kw (85,500 Btuh) — 
Rybolt Heater Co., 615 Miller St., 
Box 590 Ashland, O. 


Heat Pump Designed for 
130 F Air Temperature 


A HEAT PUMP and a remote ail 
cooled propeller fan type condens- 
er have been added to the com- 
pany’s line. The self contained, 
air cooled heat pump (Model 3- 
THP-1) is a compact, central 
heating and cooling unit in one 
package and rated at three tons. 

The heat pump can be mounted 
in the attic, crawl space, base- 
ment, or on the roof. The unit 
comes equipped with a 6 kw strip 
heater, which is automatically 
energized whenever unit enters 
defrost cycle: heavy duty com- 
pressor which will operate at 130 
F ambient temperature Gaffers 
& Sattler, 8111 W. Beverly Blvd.. 
Los Angeles 48. Calif. 


Predetermined length setting 
controlled by electronic eye. 


Flying shear automatically snips 


metal of nearly any length. 


Slitter slits metal. Unused metal is 
returned and rewound into a new 


roll of coiled metal. 
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Two to Seven Ton Cooling Coils 
Permit Broader Installation Range 


NEW LINE of cooling coils consists of vertical units 
with capacities rated for 2, 3, 4, and 5 tons; hori- 
zontal units for 2, 3, 4, and 5 tons; blower equipped 
models for 2, 3, 4, 5, and 7 tons; and counterflow 
units for 2, 3, and 4 tons. Cooling coils feature cabi- 
net designed to simplify installation, and to permit 
use of the same cooling coil for both highboy and 
lowboy installation, according to the manufacturer. 
All of the units are shipped unassembled. The high- 
boy unit is shipped with separate galvanized, bond- 
erized, painted and fully insulated bottom pan; be- 
cause the bottom pan is not assembled, the opening 
can be enlarged to fit the outlet of most furnaces. 
Side panels are equipped with knock-out openings 
in each panel. Front and rear panels are inter-change- 
able. Because the panels are the same size it is possi- 
ble to install the coil from either the front or the 
rear {merican-Standard Air Conditioning Div., 


10 W. 40th St., New York 18, N.Y. 


Zone Control Panel 
Eases Changeover Job 


A CONTROL that permits the existing 2 wire ther 

mostat to be utilized when modernizing most ex 

isting warm air heating or air conditioning systems 
to provide zone control of both heating and cooling 
equipment. The purpose of “Zone-A-Trol Convert 

O-Stat” is to eliminate the problem or possibility 
of defacing or marring walls when changing to 
new thermostats. 

) 


The control converts the existing and 3 wire 
5S 


thermostats to a 2 wire single pole, double throw 
circuit which is required to control the operation 
of low voltage zone controls. 
In installing the control there is no need to in 
stall extra wiring, according to the manufacturer 
Econo Products Co., Div. of Viking Instru 
ments, East Haddam, Conn 


Refrigeration System 
Charging and Purging Valve 


VALVE RATED for 400 psi maximum working pres 
sure and 300 F maximum temperature is designed 
for speed-up and simplification of charging and 
purging operations of refrigerant systems by its 
permanent installation in an opened refrigerant 
circuit. Size range: bottom connection 3% through 
5@ in. outside dimension of copper tubing to fit into 
the solder connection (ODM), and % through 1% 
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T ROUND 
OVAL presents 


A COMPLETE LINE of DOUBLE WALL 
SAFETY-VENT 
& FITTINGS 


FOR THE EASIEST 

WAY TO VENT GAS 

FIRED HEATING EQUIPMENT 
AND WATER HEATERS 








EXCLUSIVE WITH THOR 
"VISUAL LOCKING CLIPS" 


THOR METAL PRODUCTS CO. INC. 


EAST MOLLOY ROAD, P. O. BOX 218 
EASTWOOD STATION, SYRACUSE, NEW YORK 








es 


iain aa 


cut production costs 


on this kind of work 





4~ — © Vy 


DAMPER BLADE 





STANDING SEAM 











GRAVEL 
stop 
OG GUTTER 


DUCT SECTION 











CHICAGO PRESS BRAKES 


with the plus features 
for 
SHEET-METAL WORK 


Models A, B, C, L 
30, 36, 50 and 60 Ton Capacities 


Models 131 and 265 
11 and 25 Ton Capacities 


Complete literature, or recommendation on any job upon request 


| rcipal 
Distributors in all principal cities 8245 


Press Brakes + Straight-Side-Type Presses Press Brake Dies 


Special Metal-Forming Machines 


DREIS & KRUMP 


MANUFACTURING CO. 


7404 South Loomis Boulevard, Chicago 36, Illinois 


Hand and Power Bending Brakes 
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in. outside dimension of copper tubing to fit over 
the solder connection (ODS). Side connections 
are '4 and ¥% in. SAE, permitting use of either 
flexible charging hoses or flared copper tubing. 
For purging, it can be installed in the branch of 
a horizontal “Tee” or in the end of a vertical “Tee” 
located in a high point in the system. It may be 
similarly mounted in any strategically located posi 
tion for charging operations. Valve is furnished 
disassembled so that brazing operations will not 
damage internal parts. Seal cap, with mechanically 
retained gasket, is chained to valve body Henry 
Valve Co., 3215 North Ave., Melrose Park, Ill 


Baseboard Diffusers 
Offer Increased Free Area 


Two “PEeRFUSAIRE” baseboard diffusers with 25 
percent more free area than previous models are 
available in two- and four-foot lengths. Diffusers 
offer low resistance, maximum throw and spread. 
Designed for warm air heating or year ‘round air 
conditioning systems, the four foot unit (No. 348) 
has 47 sq in. of free area and the two foot unit 
(No. 324) has 23.5 sq in. of free area Auer 
Register Co., 6600 Clement Ave., Cleveland 5, O 


Powered Gas Burner 
Pre-purges Chamber 


POWER GAS BURNERS that provide a 20 second pri 
purge period to clear the combustion chamber of 
unburned gases also establish a positive draft be 
fore opening the gas valve. Capacity ranges from 
70,000 to 400,000 Btuh. Burner is flange mounted 
and completely factory assembled. Designed for 
use with natural and mixed gases, burner comes 
complete with all necessary controls except limit 
switch and provides immediate shutoff of the gas 
valve in cases of power failure Adams Alfg 
Co., 1530 St. Clair Ave., Cleveland 14, O 


Portable Air Sterilizer 
Rated for 6000 Cu Ft Area 


“ARLO” AIR PURIFIER Will handle up to 6000 cu ft 
of area. Designed for maximum performance in 
filtering, germ killing and deodorization. The unit 
also produce s negative ions 

Twin panel electrostatic filters are used, with the 
second filter acting as a pre cipitator collector plate ; 
Both filters are easily removed for cleaning by 


vacuum or washing. A squirrel cage blower rated 
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2x 14 ft in 


at 160 cfm changes the air in a room 1 
less than 10 minutes. 

\ patented system of air movement enables one 
18 in. germicidal lamp to do the work that for 
merly required four lamps. 

Minimum service consists primarily in cleaning 
the lifetime filters. All lamps have an average life 
of 6000 to 7500 hours Permatron Corp., 660 EF: 
Kensington Rd., Arlington Heights, Ill 


Curved Blade Register 
With Multilouver Valve 


A SERIES of registers and grilles feature curved 
blades which extend beyond the grille face and 
adjust individually to each installation. Four differ- 
ent face designs are offered, providing one, two, 
three or four way air pattern control, No. 201, 202, 
203, 204. The deflection can be changed to meet 
seasonal requirements of combined heating and 
cooling systems. Horizontal multilouver valves lo- 
cated behind the directional blades control air vol 
ume. The system can be balanced at the face of the 


register by setting the adjustable stop on the op 


\\ 


erator handle to limit valve opening. 

Curved blade grilles without multilouver valves 
are available in all four face designs, No. 211, 212, 
213 and 214. All four types of curved blade regis 
ters and grilles come in sizes ranging from 8 x 6 
in. to 14 x 14 in. Air Control Products, Inc., 
Coopersville, Mich. 


Box and Pan Brake 

Has Reversible Blade 

“Pexto” 36 IN. capacity box and pan brake is 
available with a steel cabinet floor stand or may be 
bench mounted if desired. Advantages listed by the 
manufacturer include: rigid box construction 
frame, reversible bed blade, hardened socket head 
clamp screws, combination friction brake and lock, 
and handles positioned for maximum leverage. Ca 
pacity is 16 ga mild steel The Peck, Stow and 
Wilcox Co., 217 Center St., Southington, Conn. 


Residential Humidifier Uses a 

Spinning Cone to Saturate Mat 
“Mist-I-ConE” HUMIDIFIERS, designed to evapo- 
rate a high volume of water, will also trap dust, 
water minerals and water soluble odors (including 


tobacco smoke), according to the company. Cen- 


GALVAN ELBOWS 
DON’T COST... THEY PAY 


© ALL SIZES 

e ALL STYLES 

© FIT ALL 
STANDARD PIPE 
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e Until you've installed GALVAN 
ELBOWS you haven't enjoyed the 
experience of their ‘‘glove-fit’’ and 
quick installation. 


e The pay off comes in time saved 
.in satisfied customers... in 
far fewer call backs. 
¢ Ask for GALVAN ELBOWS in any 
metal including hot-dipped galvan- 
ized and galvanized sheet. 


MANUFAC 
NEW ALBA 
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may be installed through the top of the unit The 
Johnson Furnace Co., 2129 IV. 117th St., Cleve 


land 11. 


trifugal action of a spinning cone picks up water 
22 Ton Condensing Unit Uses 
Subcooling Condenser Coil 


from a reservoir pan and throws it against a 
“breaker comb.” This water saturates a high 


worosity evaporating mat enclosing the unit. A self ; , — 
% apie Nes 3 dus : NOMINAL condensing unit, 214 ton “HSA2-251,” pro- 
contained fan pulls dry air into the unit’s interior ; ; ; R= ; rae 
mage ; : h tl vides refrigerant subcooling through special coil cir- 
and forces 1t out through the moisture saturate ms : ; ‘ . 
Tiertny ss , cuiting. According to the manufacturer, liquid refrig- 

mat ir that leaves this mat and moves in the ven 
ti] on Oc erant reaches the evaporator up to 20 deg cooler than 
tiation ducts contains to > percent humidity, : . ° 
abana, . the condensing temperature. Axial-flow fan delivers 
the company states. Humidifier is 20 in. high, pag Hae ee h tl 
be 7 Tt ‘a -s ry FER 1855 cfm in a straight line pattern through the con- 
weighs 2/ Ib Atmosphere Control, inc., O06 ; Sg ‘ 
Se Poul : denser which has 3.75 sq ft face area and four rows 
9 f. Faul oO . r 

of 16 in. tubes. 

Cabinet base and condenser air orifice panels are 
Top Mounted Fan Provides Unit coated with a non-hardening mastic. The one-piece 
Heater with Vertical Discharge cabinet is of hot-dipped zinc-coated steel with baked 
GAS-FIRED UNIT heaters are available in eight on thermo-setting acrylic enamel. Sides and top are 
1AS-FIRED ir heaters are available in eight sizes : ’ ; 3 ; : 
acoustically treated with 14 in. glass fiber insulation 
- Lennox Industries Inc., 200 S. 12th Av., Mar- 


shalltown. Iowa. 


ranging from 65,000 to 320,000 Btuh input. Top 
mounted fan pulls warm air from the ceiling and 
forces it downward, forward or in combinations of 

these directions. Die formed heat exchanger sec 

Look for dealer-contractor’s inven- 
tory control system which will be 
described in an article scheduled for 
December issue of American Artisan. 


tions feature ribbed design to pro! ote 


is and burners are completely enclosed in 


-tone baked enamel casing. Wiring and piping 


SPACE 


AEROFIN Smcct-Fu 


Heating and Cooling Coils 





High ratio of surface area 
to face area 


High air velocities without excessive 
friction or turbulence 

Aerofin is sold only by 
manufacturers of fan system 
apparatus. List on request. 


Write for Bulletin $-55 


Ae ROFIN CorPoRATION 


101 Greenway Ave., Syracuse 3, N. Y. 


Engineering Offices in Principal Cities 
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Census Reports Contain Valuable 
Marketing Data for Small Firms 


\ NUMBER OF FACTS useful in determining market 
possibilities are available at nominal cost from 
official reports of the Bureau of the Census, ac 
cording to a new leaflet issued by the Small Busi 
ness Administration. The leaflet, “New Census In 
formation for Your Business,” is No. 70 in SBA’s 
Small Marketers Aid series. 

Types of census information and ways in which 
small businessmen can use the information are dis 
cussed in the leaflet, which says: 


= Che 


housing provide local information you can use in 


1960 census figures on population and 
your business. This new census information, for 
one thing, indicates the types of dwellings and size 

whether apartments or houses. If you know the 
number of houses in your area and their character 
istics, you are better able to promote certain pieces 
of equipment that you can expect to be in de 
mand.” 

\ctual cases where census statistical data can be 
of value to small businesses are highlighted in the 
new Marketers Aid. As an example, if informa 
tion indicates an unusually high number of older 
houses, you may want to step up your moderniza 
Small Business 


tion promotion Administration, 


Lafayette Building, Washington 25, D.C 


Rust-Resistant Dampers Available 
In Round and Square Models 


ILLUSTRATED DATA SHEET presents details on gal 
vanized steel ceiling diffuser dampers. Advantages 
listed include resistance to rust and smooth, quiet 
operation. An adjustable stop on the damper is 
designed to facilitate balancing the system at the 
diffuser face. Ask for bulletin No. 302-AC—A4ir 
Control Products, Inc., Coopersville, Mich 


Handbook Serves as Guide in Design, 
Installation of Gas Venting Systems 


(Gas Vent Tartres and Handbook (1961 edition) 
was prepared for use by heating dealer-contractors, 
building inspectors, architects, engineers and others 
concerned with the installation and venting of gas 
The booklet has been divided 
into two parts. Part I, 


burning equipment 
containing the tables, pro 
vides tabulations of appliance heat input for all 
vent sizes from 3 to 24 in. with proper allowances 
for the height and configurations of the venting 
system. Information is given on both individual 
and combined vents. 


Part II, the 


handbook, contains illustrated in 
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BIG STEP 


in Modernizing 
a Duct System 


Seal it with Arno Ductape. Unsealed ducts can’t be efficient. 
A test in a typical home increased air flow at room registers 
an average 21% —simply by sealing all accessible duct 
joints with Arno Ductape, which sticks instantly and holds 
permanently. 


low-cost service that makes friends — and profits, too. 


Customers like and gladly pay for results like this. It’s a 


If you are not now using Arno Ductape why not make your 


own test of the income and goodwill opportunities of this 
service? We’ll gladly send a sample roll for demonstration. 


® 


SEND 


FOR 


SAMPLE 


POU TTT 


FREE 


ADHESIVE TAPES, INC. 


Warehouses at New York, Detroit, Atlanta, 
Minneapolis, Ft.Worth and Los Angeles. 
= Sales offices in other principal cities. 


ARNO ADHESIVE TAPES, INC. 
Dr. Scholl’s Adhesive Tapes Division 
5025 Ohio Street, Michigan City, Indiana 


Please send me a free 15-ft. sample. [J Flame-resistant, 1] Non flame- 
resistant. I am a [J Jobber, (J Contractor. 

Name 

Company 

Street 


City 


MANUFACTURERS AGENTS WANTED FOR SELECTED AREAS 


CORRE EEE SHEESH HEHEHE HEHE EEE E SSE H SEES OSES EEE EEE SESE E HEHEHE EEEES 
. 


SOOPER SEETHER EEE EEE HEHEHE EEE EEE EEESEHEEEEE SESE EEEEE SESE EES 
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structions for handling a variety of venting situa 
tions. Special sections cover individual, combined, 
manifold and multistory venting. 

As a further assistance to installers and other in 
terested persons, the company offers a pocket slide 
rule calculator which provides design data for the 
Vetalbestos 
Div., William IWallace Co., Belmont, Calif 


majority of gas vent installations 


Book Discusses Air Conditioning 
Problems Encountered by Servicemen 


“PRINCIPLES OF AIR CONDITIONING” is a_ text 
book designed primarily for use in vocational 
schools and technical colleges. It also serves as a 
valuable reference for servicemen in solving tech 
nical air conditioning problems. 

Subjects covered include basic psychrometrics, 
load estimating, duct design, installation data, and 
controls. Psychrometric charts, load estimating 
forms and a house plan are provided in the back 
cover. Included in the 327 pages are more than 
500 illustrations and tables related to air condition 
ing equipment. 


The book was written by Paul Lang, an en 


ployee of Carrier Air Conditioning Co. Price per 
copy, including an instruction manual with answers 
to questions at the end of each chapter, is $6.25 
Delmar Publishers, Inc., Mountainview Ave., Al 
bany 5, N.Y. 


Revised Standard Presents Safety 
Requirements for Oil-Fired Furnaces 
STANDARD UL 727 for Oil-Fired Central Furnaces 
dated August 1961 supersedes the edition dated 
October 1957. According to Underwriters’ Lab 
oratories, Inc., the current standard was prepared 
by UL following a careful study of the labora 
tories’ staff; it has been reviewed by and discussed 
with manufacturers of oil-fired central furnaces 
and others known to have an interest in the re 
quirements which it contains; and it has been ap 
proved by the Laboratories’ Fire Council which is 
composed largely of inspection authorities through 
out the United States. 

The requirements listed cover oil-fired central 
furnaces, including both gravity and forced air 
models, of the countertlow, horizontal and highboy 
tvpes. Floor-mounted unit heaters designed to sup 
ply heated air through ducts are also covered 
Underwriters’ Laboratories, Inc., 207 E. Ohio St., 
Chicago 11. 


PRECISION FORMATION 


Cincinnati Elbows are precision formed by the world’s 


finest fully automatic machinery. This is your assurance 
of constant unvarying uniformity. 

Cincinnati Elbows are guaranteed to fit any standard 
size pipe with no crimping because they are shaped with 
tapered ends—ready to slip easily, yet snugly, into place. 
Hot dipping in zinc, after forming, gives Cincinnati 
Elbows a smooth finish that is completely resistant to 
rust and corrosion. 

Available in all angles, sizes, metals—also 

in galvanized steel sheet. Ask your jobber 


for complete details. 


AMERICAN ArTISAN, Novemnper 1961 





FLANGES THE DUCT 
with Amaning Speed ! 


Less than 5 seconds on short 


and lighter pieces... 
Slightly longer on-bulkier pieces 


MAKES PERFECT 
DRIVE-CLEATS TOO! 


The ONLY tool that does both. 

A complete drive cleating tool ... 
No set-up time . . . no adjustments. 
Handy to take out to the job when 
not needed in the shop. Turns idle 
time into production time. Flanges 
any square duct up to 20 gauge. 
Quickly pays for itself in time, 


material and labor savings. 
No. 12 Smith's Cleat Bender 
12” Wide — 

No. 18 eS Cleat Bender PERFECT 

DRIVE CLEATS 

fit the duct without 


the use of a screwdriver. 


TREMENDOUS SAVINGS 
in erection time and labor. 


No. 24 Smith's 


No. 30 Smith's ag Bender 

30” Wide — 
Also Universal Cleat Bend- 
ing Brakes and Box and 
Pan Brakes 


Write for nearest 
distributor 


Pe MANUFACTURING co. 


24 ELIZABETH STREET WAUKEGAN. ILLINOIS 


NOW...Only 4 STOCK SIZES 


Needed for pipe diameters > 4 
3” thru 11” inclusive 








Ve 


e New, ~. -range adjustable collar 
e@ No down draft e Positive draft — + , 


e Baffles stop snow and rain 
Each VERSACAP model will fit two sizes 


of double-wall metal vent pipe, two sizes 
of single wall pipe and two sizes of J-M 
Transite® pipe. The all new VERSACAP 
design iasures top performance for all the 
above applications as well as standard chim- 
neys or any roof terminated vent pipe 
Available in aluminum and galvanized steel. 


ap In en 108 


Write today for new VERSACAP catalog sheet 


LESLIE WELDING CO.,Inc. 


11243 W. Melrose St. Franklin Park, Illinois 
Plants in Atlanta, Ga. and Fort Worth, Texas 
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Cut ‘ANY Shape in Metal... 


\ 
with a BEVERLY THROATLESS: SHEAR® 


®@ Make clean, knurl-free cuts in any 
metal to capacity 


® High Carbon High-Chrome Blades 
@ Built to last a lifetime 


Here's What a 
Beverly Can Dol 


Cuts made in 
18 ga. metal 
with Model B-1 


Beveriy Shears are the 

most versatile metal 

shearing tools you can use. Model B-3 
Unique shoulder design permits any with Ball 
cut... rack and pinion gives : Bearing 
great power with little i Hold Down 
effort. Alloy steel body for 

maximum rigidity and strength. 

Made in 4 models. 


Write for illustrated circular —or see your Beverly Distributor. 


Geverly SHEAR MFG. CORP. 


3020 W. 111th Street Chicago 55, Ill. 














EAS OINS 
Cost Less 
Offer MORE! 


E-Z-ON “‘Snap-Tite” Design No. 29 





Special tail piece has retractable snap end 
bearing . . . eliminates need to bend damp- 
er or spring duct to insert damper. 


You pay less and get more features with speedy 
E-Z-ON damper regulators, because they’re de- 
sign engineered to do a better job... quicker. 
Here's Proof: ® Lower Price...Means Lower Cost to You 
® Double Prongs Mean Double-Grip...No chance of swiveling 
® Washer is Permanently Attached ...No loose washer to drop 
or fall in pipe ® Modern “Swept'’ Wing Nut is Eye-appealing 
.. Adds new beauty to installations ® Balanced Construction... 
Prevents possible binding of damper in duct. 
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NWAHACA Publishes Manual Covering 
New Load Calculation Procedure 
\ FeperRaAt HousIn 


} 1 


ngle load calculation procedure and the develo 


\dministration 


request for 
ent of one that has been industry-accepted has 
resulted in the publishing of a new manual by th: 
National Warm Air Heating and Ait 
ing Association. 

Identihed as Manual i # “Load Calculation fot 
Residential Winter and Summer Air Condition 
ng,’ the new publication supersedes NWAHACA 
Manuals 3 and 11 


rl 
he new 


Condition 


manual is divided into three principal 


‘ts. Section 1 gives an explanation of the new 
procedure whi is clarified by 


tions. All of 


necessitating heat gain and heat loss calculations 


graphic illustra 


ordinary or normal conditions 


ler the new 


method are covered in this section 
Section 2 is devoted to tables and maps. Section 3 


presents factors governing unusual construction 


two vears ot 
id Calculation Commi 


the Industry 


miller 


WELDERS 


BIG TWIN 
250 AC/DC 


AND BOTH MILLERS 


BIG TWIN combination ac-dc welders work from single phase 
service — deliver new convenience and economy. Two a-c 
amperage ranges of 20-125 and 60-290 plus two d-c ranges of 
18-100 and 65-290 amps master nearly every welding require- 
ment from light gauge metal to structural pieces. Movable 
shunt type transformer affords infinite current adjustments 
Other features include: Horizontal design for easy stacking: 
weather-resistant construction and Class B insulation; Miller- 
built semi-metallic rectifier for best d-c welding; high open cir- 
cuit voltages and new weld stabilizer. This is THE all-time; 
all-around welder! 


Joint Study Group, which is composed of repre 
sentatives of the Air-Conditioning and Refrigera 
oiler and Radiator 
Manufacturers, and the National Warm Air Heat 
ing and Air Conditioning Association. 

Copies are available to NWAHACA members 


without charge, may be purchased by non-members 


tion Institute, the Institute of 


at a price of $2.50 each—National Warm Air 
Heating and Air Conditioning 


} ngineers Bldq., Cleveland 14. 


Association, 640 


Describes Oil Burner Nozzles, 
Draft Controls for Heating Industry 


HEATING PRODUCTS CATALOG H-61 (20 pages) is 
divided into three main sections: 1) Oil Burner 


Nozzles: 


Controls. 


2) Oil Burner Accessories ; and 3) Draft 
Products are illustrated to show con 
struction and design features. Supplemental text 
gives technical information and specifications 
Featured in the oil burner nozzle section are 
capacity and spray angle charts, illustrations of 
spray patterrs, and engineering recommendations 
for proper application of each type of nozzle. The 
draft control section discusses reasons for proper 
draft control. Selection and ordering information 
ire included. The accessories section illustrates 


ind describes strainers, adapters, nozzle tools, in- 


LITTLE TWIN 
180 AC/DC 


.. Through’and Through 


LITTLE TWIN ac-dc combination welder has two a-c amperage 
ranges of 20-115 and 60-180 plus one d-c range of 40-150 
Operating from single phase service, this Miller model incor- 
porates many design and construction features usually found 
only in large industrial types. These include really rugged con- 
struction, forced air cooling, new Miller semi-metallic rectifier, 
movable shunt type current control, new weld stabilizer and 
open circuit voltage in abundance. Power factor correction is 
available on both models. Complete specifications on either 
model will be sent promptly upon request. 


* 
iter ELECTRIC MANUFACTURING COMPANY,-INC., APPLETON, WISCONSIN 


Distributed in Canada by Canadian Liquid Air Co., Ltd., Montreal 
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spection mirrors, electrodes, nozzle kits and noz 
zle racks—Wm. Steinen Mfq. Co., Heating Div.. 
47 Bruen St., Newark 5. 


Explains How Quality Products 
Facilitate Fuel Oil Delivery 


TWENTY-FIFTH ANNIVERSARY LITERATURE de 
scribes “Ventalarm” fuel oil tank gages and sig 
nals, safety vent caps, and “Ventafil” combined fill, 
vent and signal for underground tanks. Illustra 
tions include drawings showing product design 
features and a diagram illustrating how company’s 
products are used when oil is delivered from a 
truck to either an underground tank or to a tank 
located in a building—Scully Signal Co., Melrose 


7( , lass 


Data Given on Horizontal, Highboy 
And Counterflow Gas-Fired Furnaces 


FOUR PAGE CIRCULAR describes “Comfort Power” 
horizontal gas furnaces. Data is presented for eight 
models ranging in capacity from 70,000 to 150,000 
Btuh input. Specifications are also included for fiv: 
models equipped with high static blowers designed 
especially for air conditioning applications. 

\ second data sheet contains specifications for 
“Spacenter” highboy and counterflow units availa 
ble in 22 models—Sequoia Mfg. Co., 1090 Brittan 
Ave., San Carlos, Calif 


Describes Registers and Grilles 
For Heating and Cooling Applications 


\IR CONDITIONING REGISTER and grille catalog 
lists dimensions, prices, sizes, free area, finishes 
available and other information. Products illus 
trated and described include “Out-O-Wall” dif 
fusers, baseboard and floor diffusers, single and 
multiple valve registers, return air and ventilating 
grilles. Also described are adjustable ceiling ven 
tilators, floor faces, ceiling diffusers, door grilles 
and outside intake ventilators. Featured is a section 
on “Air-Vane” registers and grilles—Rock /sland 
Register Co., 2435 Fifth Ave., Rock Island, IIl 


ASHRAE Publishes Volume | 
Of Guide and Data Book 


Tue 1961 ASHRAE Guipe anp Data Book is a 
consolidation of the Heating, Ventilating and Air 
Conditioning Guide and the Air Conditioning and 
Refrigerating Data Book. The 1961 publication is 
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—THOR QUALITY TooLs — 


Are time and money savers in heating 
and ventilating duct work. 


THOR GOVERNMENT LOCK DIES 
shear — punch a 5/32” 

hole — and mark point 

at breokline, all in one 
operation. 


Dies available for 1”, 
1%", 144", and 1- 
V2" government locks. 
Hand or foot press 
operated, or for 
punch presses. 





Sample of Lock HOR 
Completed in one Universal Clip Punch 
operation — Capacity, 3 sheets 
no hammering of 20 ga. metal 
Efficient tool for fastening government locks and standing 
seams. New sensational AIR-OPERATED CLIP PUNCH for 
Gov't Locks and standing seams now available. 





See your local dealer or write for literature and samples of 
i b tools. 

metal sheared in above oon ont titties te, 

Thor Tool and Die Co. San Leandro, Calif. 





FASTER WAY 


to apply 

insulation, helps 
SHRINE OF THE 
IMMACULATE CONCEPT 


The largest Catholic cathedral in 
the United States built by John 
McShain Inc., utilized 

Stic-Klip Fasteners and Adhesive 
for insulating its vast 

heating and air-conditioning 

duct installation. 

When insulation materials require 
fast, labor-saving, positive, 
permanent anchoring, plus 
eliminating the necessity of 
drilling or punching, you can't go 
wrong by using proven, tested, 
Stic-Klip Fasteners and Adhesive. 


For information and samples, or an answer to a particular insu- 
lation problem, write us today: 


e e ® 
a MANUFACTURING CO., INC. 
68 Regent St., Cambridge 40, Mass. 


Distributorships “ available in protected territories 








more profits in 

dollars for you with DUST-mag- 

net filters. Competitively priced 

and with an excellent profit 

margin. There are more advan- 

tages to stocking and selling DUST-magnet filters than 

any other filter. DUST-magnet filters are manufactured 

with Poly-Mag 80, an electrostatic plastic exclusively de- 

signed for Stoddard Industries . . . permanent filters guar- 

anteed for the life of the unit in which used. Order them 
now from your wholesaler. 


Rinse, shake and replace. Trap particles as small as 4/10 
micron 


® 
DUS T+ magnet filters 
a product of STODDARD INDUSTRIES 
3383 E. Layton Ave., Cudahy, Wisconsin 


‘J.B. Smith Company 


Philadelphia 34, Pa 


wig 1-3 
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the first of a two-volume series. It contains 880 
pages of reference material on fundamentals and 
equipment. The second volume, on applications, 
is scheduled to appear in 1962. 

Volume I contains sections on theory, materials, 
load calculations, system components, air condi 
tioning units and refrigerant systems. Text is sup 
plemented by numerous charts, graphs and tables. 
Price of the 1961 volume is $12.50—American So- 
ciety of Heating, Refrigerating and Air-Condi 
tioning Engineers, Inc., United Engineering Cen 
ter, 345 E. 47th St., New York 17. 


Describes Features, Applications 
Of Extruded Aluminum Louvers 


BOOKLET CONTAINS DESCRIPTIVE DATA Covering €X 
truded aluminum louvers available in fixed, operat- 
ing and special models. Specifications and dimen 
sional information are  included—Construction 


Specialties, Inc., 55 Winans Ave., Cranford, N.J. 


Gives Engineering Data 
On Class | and II Fans 


CONSTRUCTION FEATURES and operating charactet 
istics of “Sirocco” Class IT and II fans are dis 
cussed in Bulletin No. A-1401 (48 pages). Drive 
arrangements, control methods and types of drive 
are described and _ illustrated Capacity tables, 
drawings and dimensional information are = in 
cluded as well as a typical specification designed 
as a guide for engineers, architects and others 


Imerican-Standard Industrial Div., Detroit 32. 


Notchers Are Designed to Speed 
Production, Cut Labor Costs 


Heavy puty and standard notchers designed to 
save time and increase profits for sheet metal con 
tractors are described in a four-page, three-color 
circular illlustrated with product and application 
photos. Heavy duty models have a 16 ga mild steel 
capacity, standard models a 22 ga capacity—Kuo ff 
Sons, Inc., 9 Chestnut Ave., Bellmawr, N.J 


Air Flow Measurement Data Designed 
To Aid Heating, Cooling Dealer 


BULLETIN ON AIR FLOW SYSTEMS presents infor 
mation on “Velometer” air velocity meter and 
other air measuring instruments. Ask for bulletin 
No. 2448—Alnor Instrument Co., Div. of Illinois 
Testing Laboratories, Inc., 420 N. LaSalle St., 
( hicago 10. 
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we hear that... 





> THe JomNnson FurNaAce Co., Cleveland, has 
purchased new and larger facilities located in Bel 
levue, Ohio, where it plans to move sometime after 
the first of next year. The move will be gradual, 
according to the company, and cannot begin until 
after the end of the current year because of heavy 
production schedules which must be maintained at 
this time. 
> Tm 

opened a branch office in Dallas located at 2122 
Olive St. William C. 


new branch. 


\irtemMe Dty., Chrysler Corp., has 


EKwert Jr. will manage the 


> A THREE-DAY SERIES of sales meetings for dis 
tributors was conducted recently by Walton Labor 
tories, Inc. Held at Chicago’s Edgewater Beach 
Hotel, the meetings featured presentations on both 
the technical and merchandising aspects of the 
company’s 1961-62 program. After a discussion of 
each of the company’s three basic markets for hu 
midifiers, detailed merchandising presentations 
were made concerning specific market exploitation 
techniques. Speakers included John B. Felderman, 
president; Herbert FE. Puttbach, sales manager ; 


\l Janks, humidification engineer; Frank Hart 


YOUR GUARANTEE 
OF CUSTOM BUILT 


HEAT 
EXCHANGER 


Multiple flue arrange- 
ments for maximum 
heating surface in mini- 
mum space 


BURNERS 
GAS AND OIL 


Precision built in full 
range of sizes. Also com- 
bination gas and oil. 


Write For Literature 


well, eastern regional manager; and John Welsh 
Jr., regional manager. 


> DEALER-CONTRACTORS AND DISTRIBUTORS for 
the Fedders Corp. recently spent an eight-day 
“Holiday in Rio.” Arriving by jet, the travelers 
spent their first four days at the Miramar Palace 
Hotel, located on the Copacabana. Following that, 
they visited Petropolis, a mountain resort area 
about an hour from Rio. The flights to Rio are one 
part of the company’s 1961 sales incentive pro- 


gram. 


>» Mopern Comrort, INC., a new company, has 
purchased the furnace division of Wayne Home 
Kquipment Co., Inc., Fort Wayne. Paul F. Jock is 
president of Modern Comfort, which will market 
gas and oil furnaces, gas burners, electric heating 
units and central air conditioning systems as well 
as other products. Headquarters of Modern Com- 
fort will be at 2250 Dwenger Ave., Ft. Wayne. 


>» Tie Trane Co. has opened a Rockford, IIL, 
sales office at 3623 East St. Edmund Volker is the 
sales engineer assigned to the new office, which is 
under the management of S. T. Shimanski of the 
Madison, Wis., sales office. 


QUALITY 


because Tjern/lund heating equipment is 


Manufactured 100% by TsERNLUND 


BLOWER 
ASSEMBLY 
Custom designed and 
built for greater effi- 
ciency and quiet opera- 

tion. 


AUTO-DRAFT INDUCERS 


ALL-PURPOSE MODELS 


FOR IMPROVING EFFICIENCY 
— OF OLD AND NEW 
HEATING SYSTEMS 
Exclusive Tjernlund de 
sign in full range of sizes 
Simple installation and ef 
ficient venturi type op 
eration 








MANUFACTURING CO. 


2124 KASOTA AVENUE e@ ST. PAUL 8, MINNESOTA 
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--- absorb 
more vibration 


. . . and this is not an idle claim! Laboratory 

tests back up “‘Silentride” performance in /J 
reducing noise and vibration. 
“Silentride” Belts are especially designed / 
for heating and air conditioning equip- : 
ment, window and attic fans. 
More information on request. 







METAL PRODUCTS CO. 


20850 ST. CLAIR AVE., CLEVELAND 17, OHIO 


Zatko — World's Largest Manufacturer of stamped one-piece Pulleys 
by = 
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merchandising ideas 





> CHRISTMAS GrFTs available from the National 
Oil Fuel Institute for use in dealer-contractor pro 
motion include such items as staplers, money clip 
knives, pocket lighters, key chain flashlights, execu 
tive pen sets and thermometers. All provide space 
for the dealer-contractor’s advertising message 
Other sales aids offered by NOFI include two 
mailing pieces “Look Before You Leap” and 
‘Heat in the Bank.” 


> A MONTH-LONG temperature guessing contest 
on a St. Louis radio station proved a successful yet 
inexpensive promotion for a St. Louis wholesaler 
as well as for 60 air conditioning dealer-contrac 
tors in eastern Missouri and south central Illinois, 
according to Carrier Air Conditioning Co. Area 
sales of Carrier air conditioners during the period 
were reported to be about 20 percent ahead of the 
same period last year. 

Contestants were invited to guess the highest 
official temperature recorded in St. Louis in July 
and mail their guess to the radio station. To avoid 
ties, the station directed listeners to list the day 
and time of the high temperature. To promote the 
contest, the station reported in each of its spot an 
nouncements that a Carrier room unit was _ the 
prize. The only cost to the wholesaler Marco 
Sales, Inc was the price of the unit. 


\ccording to Kenneth Roffman, president of 


Marco, the promotion will be repeated next year 
“The station gained listeners,” he said, “and I re 


ceived S1LOO00 worth of one-minute spots 


>» Day & Nicut Mec. Co. is bringing the “Duopac” 
year round air conditioning story to dealer-contrac- 
tors, architects and builders throughout the country 
via a fleet of two-wheel trailers mounted with dem- 
onstration units. The “Duopac” is a combination gas 
furnace and electric air conditioner designed for out- 
door installation on a ground level slab or on a 
rooftop. For demonstration purposes, side and top 
panels of the display unit have been replaced with 
clear plastic permitting an unobstructed view of in- 
terior construction. The front of the trailer is 
equipped with a levelizing jack and wheel. For group 
meetings, the trailer is simply unhitched and rolled 


inside the meeting room. 


> “Buy A Wrnter’s Suppty” is the theme of 
Owens-Corning Fiberglas Corp.'s fall “Dust-Stop” 
filter promotion. Furnace filters should be replaced 
at least three times every winter, according to the 
company. Sales promotion aids available to dealer- 
contractors include window banners, pennants, ad 


mats and publicity releases. 
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Front is 44” lower than brake line — permits 
overflow if gutter becomes clogged. Prevents 
water from backing up under roof. 





Milcor Pre-flanged Highback Gutter tn 


CUTS YOUR JOB COSTS 


1 You eliminate flashing! Back flange of gut- 
ter covers and protects the edge of the roof. Makes 
a separate roof edge unnecessary. 


2 You eliminate a brake operation! Roof 
flange is already formed on every length of gutter. 


3 You finish jobs faster! Style K Hanger pro- 
vides fastest installation method in use today. 


Try Milcor Pre-flanged Highback on your next job. 
4” and 5” sizes; 10-, 20-, 25-, 30-, and 32-ft. lengths; 
28- and 26-ga. Ti-Co galvanized steel. See your 
jobber or write us for further information and prices. 


Member of the <> Stee! Family 








RDM 





Milcor Style K Gutter Hanger is 
hooked into open hem of 
front bead of gutter and nailed 
to roof, fastening front and 
back of gutter in one operation. 
Concealed feature simplifies 
gutter painting. This is just one 
item in the Milcor line 

of top quality roof 

drainage products. 

Look to Milcor for all 

sheet metal needs. 


You can stake your reputation on a Milcor installation! 


» Inland Steel Products Company 


DEPT. K, 4023 W, BURNHAM ST., MILWAUKEE 1, WISCONSIN 
ALTIMOR BUFFALO, CHICAGO, CINCINNATI LEVELAND, DETROIT, KANSAS CITY, 
5S ANGELES, MILWAUKEE, NEW ORLEANS, NEW 2K, ST. LOUIS 








appointments... 





> Epwarp J. Brown, former research assistant 
professor of mechanical engineering at the Umi 
versity of Illinois, as research engineer for the T1 
tus Mfg. Corp. While at the university Mr. Brown | 
was active in a number of research projects includ af 
ing an investigation of dampers used in large duct 
systems. He is well-known to the readers of Amer 
ican Artisan as the author of several technical ar 


ticles which have appeared in its pages. 


> Ricuarp B. Scumipr as manager of marketing 





a newly created position for Mueller Clima 
trol Div. of Worthington Corp. Mr. Schmidt has 
been with the division since 1947, has served as 
sales correspondent, sales representative, Milwau 
kee city sales manager, sales promotion manager, 
and general sales manager. George M. Hase, for 
merly manager of planning, has been named sales 
manager. Joining Mueller in 1948, Mr. Hase has 
served in various capacities, including sales repre 
sentative, sales engineer and manager of sales en 


gineering, 


> Jack WHALING as vice president in charge of 
sales for the Holly-General Div., Siegler Corp 
Mr. Whaling, who joined the division in 1960, was 
previously southern California divisional sales 


manager. 


» Rospert H. WaASZ as assistant vice pre sident ot 


Joseph T. Ryerson & Son, Inc. Mr. Wasz, former 





ly general manager of the company’s plant in San 

This low-priced, highly efficient uni ne? : 
requires ost one cesitieien ee Francisco, will have headquarts oo Se Se. 
adjustment. Designed without mov- 
in arts for trouble-free operation . T : 7 7 
~~ oe 711 is shipped candid is Norman F. Rewoldt, formerly manager of work 
assembled with 5 Vapoglas plates, 
stainless steel plate rack, and reversi- 
ble valve seat. Perfect for the smaller 

For ] appy little homes home, this compact unit is easily in- , 

a stalled and self-compensating to vari- » Kennon G. HULt as national sales manager 

ations in water pressure. for Atmos-Pak Inc. Mr. Hull 


ceeding him as general manager at San Francisco 


order sales at that plant. 


was forme rly east 
PATENTED VAPOGLAS PLATES ern regional manager for Janitrol Heating and Air 
Made of compressed pure glass 
wool, Skuttle Vapoglas plates are 
patented for quality protection. 
Extremely porous (they absorb 


Conditioning Div. of Midland-Ross Corp 








up to 70% more water per > Joserpm J. MerRICK as vice president in charge 
pound than ordinary filter of sales for the Norman Products Div., John ] 
plates), they resist clogging . : . _ 
longer. Nesbitt, Inc. Mr. Merrick joined Nesbitt in 1935 
has served in various capacities including divisional . 
ee manager for heating and air conditioning products 
MANUFACTURING CO., Milford, Michigan | 
; . AA 
Gentlemen: Please send complete information on Saget 
( Skuttle Model 711 [) Vapoglas Plates » Acrrep J. Hamitton Co, as Connecticut rep 
[) Skuttle’s Complete Line of Products resentative for the Flexible Tubing Corp., handling 
Name “Thermaflex” air conditioning Products. The 
Company — : Hamilton firm has offices at 2996 Main St., Hart 
Address ford 
ore 
City 
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CLIP PUNCH > 


For fastening slips 

or seams on ducts 

Will push a “half 

, moon’ thru 3 

» thicknesses of 18- 

SWIVEL HEAD SQUEEZER TONGS @ mcring or. Ratten- 

For closing Government box lock connection on ing ae to fasten 

duct work and all standing seams. Swivel head slip to the duct 
makes tongs usable on all four sides, if 

either vertical or horizontal position 


| QUICK SET —# 
for a complete DRIVE CLEAT NOTCHER > | Divipers » A” 

line of SHEET Handles up to 3” wide, 20 ga vik { 

METAL MACHINES or lighter. Hand operated. Mounts Fastest, most accurate on 


on bench, or on job with clamps , the market. Two sizes for 
AND TOOLS or bolts and screws “ = 3 circles up to 36” and 48” . 


oe « 800 a Removable steel points, or 
REINER & CAMPBELL CO., INC. °°. 2e",2935, ms 
“7 © Newark 5, N.J. 




















TTT Ce p t XTO ee 
COMBUSTION CHAMBERS |MEEERatG | SEAMER 


foltiiel au. ia Wi . 
LONG LIFE DOUBLE SEAL No. 794 


MONOGRAM has... BETWEEN without gauges 


FLOOR & WALLS 


ea b 364 Standard Designs and + No. 793 
— sizes of LITE-CAST Insulating |Pre-cast FLoor | With gauges 
Refractory Combustion Cham- ° 
bers for ALL Boilers and . pg Forged steel Handy Seamer 
ENEATH FL : , 
toes TO 23 GALLONS PER HOUR a tiaateiae — — 


MONOGRAM PRODUCTS C0. INC. Complete line of machines and tools for sheet metal fabrication. 


733 NORTH 35th STREET, PHILADELPHIA 4, PA THE PECK, STOW & WILCOX COMPANY, SOUTHINGTON. CONN. US.A 
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WHERE SHEET METAL SCREWS WON’T HOLD... 


“OLY. JACK NUT. 


SCREW ANCHORS 


ORNAMENTS Smee, 
STAMPINGS & SPINNINGS | 1 Pee 
Zinc Ornaments Available From Stock. Copper, pith 


: ‘ ee aes 
brass, bronze, aluminum and stainless steel ornaments fee] 22s 
made up promptly. 


by exerting pull 
in threads 


Amazing blind fastener with 
threads grips any material 
up to 34” thick and needs 
only ¥g” expansion space. 


Sold Through Distributors Only 
/ 


Jack Wut sow is 
g eetanes ane 


CORPORATION 
® READING, PA. 


ecerve 
attachment 
screw. 


If you don't have catalog K, send for it NOW E| 
MILLER & DOING 


89 ADAMS STREET BROOKLYN, N.Y. 














Alfred Goethel Sheet Metal Works, Inc. 
HAS WHAT YOU NEED 


FULL BLAST pranceEs « 


oe is GASKETS 
anc up BLOWPIPE 
i 4 DUST 
COLLECTORS 
a ; =. & FITTINGS 
ou can ge a com 
, plete line of SOD- | | west uae eaeeee, © Ok ee 
Weite us ER-FLUXES from 5 Ee 3" to 12" STOCK 
ay for GATES 3" PIPE— ELBOWS 
Sedering Allen for sodering ae tenets ile PIPING > 
ides brazing and weld- nga 10' LENGTHS, 7° 
ing all metals items. Write for & LARGER. 16 ga 
L. B. ALLEN COMPANY, INC. 4 price list. and LIGHTER 
9302 Berenice Schiller Park, Ill. Alfred Goethel Sheet Metal Works, Inc. 


—Metropolitan Chicago— 3218 W. Fond du Lac Ave. Milwaukee 10, Wis. 
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appointments 


(Continued ) 





> James Kurre as manager, furnace sales, for 
The Trane Co.’s packaged equipment sales depart 
ment. William Ferguson was named manager, self 
contained cooling sales department. Carl Lindblom 
Was appointed manager of the split-system cooling 
sales department. 

Clifford W. Alford has joined the Oklahoma 
City sales office and will specialize in the sale of 
packaged air conditioning and heating equipment 
for residential and small commercial applications. 
Jack Downing has been assigned to the Seattle 
sales office, and Richard T. Marshall has joined 
the Houston office. Both Mr. Downing and Mr. 
Marshall will also handle packaged equipment for 
residential and small commercial applications. 

\ppointed to head the company’s Kansas City 
sales office was Andrew K. Morris, formerly sales 
engineer at the Wilkes-Barre sales office. William 
J. Tarnowski has been appointed sales engineer in 
charge of a newly opened sales office in Spring 
held, Mass. Other new sales engineers are Calvin 
LL. Kleinschmidt, who has joined the Detroit offic 
and Chris N. Cuddeback, who will work out of the 


Be thesda, Md ‘ sales office 


> Crarces D. Wricntr as southern regional 
manager of American Air Filter Co.’s Air Filtet 
Div. Mr. Wright, currently located in the firm's 
offices in Louisville, will move to Atlanta where he 
will be more centrally located within the region hi 


Is to serve. 


>» Rorert C. Gitson as warehouse division sales 
manager in Cleveland for Chase Brass & Copper 
Co., a subsidiary of Kennecott Copper Corp. M1 
(silson joined Chase as a salesman in 1950, has 
worked in recent vears out of the firm’s Houston, 


Texas. oTjice 


> Birt L. ArBuck Le as eastern sales manager 
for the Commercial Div. of Jenn-Air Products Co., 
Inc. He will cover all Atlantic coast states from 
Maine to Florida, will have offices in Charlotte, 


N. ( 


> Leonarp D. THoMmpson as sales engineer for 

heating controls for General Electric Co.’s Appli 

5 ' ance Control Department at Morrison, Ill. M1 
quality. Thompson has been with General Electric sinee 


1941 and has served in various capacities, most re 


- me pee - : 
PEERLESS cently as design engineer for the Instrument Dx 


A 
" 


partment. In his new position, he will be responsi 


a ble for sales of the Appliance Control Depart 
om NOW 4 u 

INDIANAPOLIS DOWAGIAC ATLANTA TAMPA 
INDIANA MICHIGAN GEORGIA FLORIDA trols 


ment’s residential warm air heating and other con 
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$ EXTRA PROFIT TO YOU... REBUILD FUEL PUMPS 


AT A COST OF ONLY $10.50 — and better quality Portable Fuel Unit Tester allows you 
for your customers with a to test and rebuild all fuel units 


Write today for ft 


SHELCO FILTERS and UNIVERSAL REFILLS 


ONE UNIVERSAL SIZE FOR PRACTICALLY ALL YOUR REQUIREMENTS 

















Special combination package... 
YOU GET 25 REFILLS ... YOU GET 3 FILTERS... 


Time Tested for 25 Years 


» Warm Air Boosters 


Where ean ou 
. with cast iron head steel } and 


pick up five bucks 
easier? This spe- shel! Remove center ; Chimney Draft Fans 
stock one brand and size, cial combination om , 

reducing inventory and package means ex- support rod to take Brumme Mfg. Co. 
capita funds Quality ‘tra profits for you apart Machined gasket ; 609 Freeman St. 
construction means high ®Y ‘supplying re- cox. bottom cover hy- 


fills and filters Topeka, Kansas 
proved on jobs drogen copper brazed K Y 

r Dir tion Hand 
everywhere. Write give positive leak pro- eep Tou ectory Sectio y 


i compet It's one of your most valuable tools — 

— ee =e Teeny FF BTS tts Miiseniien Gilih It's the ONE complete, up-to-date, readily 
accessible source of product information 

, . z 1 on who makes the blowers, snips, fur- 
Clip this advertisement and mall te: GUARANTEED NOT TO LEAK! naces, fittings. specialties of all kinds. etc., 


tHE SHELTON comPANY « 200 SHELTON AVE., NEW HAVEN, CONN. sos need. Resp 3 landy .. . — sone 


find it in the back of your January issue. 


Designed for just about 
every make of filter. You 





performance without serv- 
ice calls, at prices to 


information 








SPECIAL MESSAGE FOR MANUFACTURERS 
“CUSTOM MADE”’ 


SHEET BLANKS " | ... Reep your bine 
“CUSTOM MADE” SHEETS et ¥ buoy! Advertise 
Aluminum Galvanized ; 


Cold Rolled oak consistently in the 
prime, colleen ow New igh Speed Sowice Section. 





SLEAR. Let us quote on your speci- 
fications. 





. « if you don't keep your line busy, nobody makes any 
money. Products must be moved to show profits and 
SOUTHER STEEL your basic moving method is advertising. 

& For this you need the best possible coverage, and 
ALUMINUM CO you can get it with advertising in American Artisan's 
? Service Section. That's one sure way to sell your products 
and to assure complete and economical coverage. It's 
St. Lovis 33, Mo. EV 5-5900 a real buy when you consider you're reaching over 10,000 
GUARANTEED readers each month at a cost of less 
than '/gc for each reader. We'll help with the prepara- 
CLASSIFIED ADVERTISING tion of copy, too. Just send us literature and we'll supply 
a copy suggestion at no cost. If you decide to use space, 
the charge is merely $14.00 per column inch per month. 


We stock only prime sheet & coil. 


“THE HOUSE OF COILS" 











Is the quick, economical way to 
find what you're looking for 


Check the page cach and overs more information available 


issue for real bargains and hard h . . 
to find items. It’s a quick and P ems, write, ware 


sensible means too, of disposing Your advertisement in this one AMERICAN ARTISAN 


of tools, equipment, and any column by one inch space costs a 
thing else for which you no only $14.00 per issue — and we'll 6 North Michigan Ave. 


longer have use. Retes appear at pile: one adn Chicago 2, Illinois 
the top of next page. 
Phone — STate 2-6916 
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SEC TION 


Rates for display space in the Serv- 
ice Section are $14.00 per inch per 
insertion. One-inch minimum space 
accepted. Closing date — twenti- 
eth of the month preceding issue. 
No charge for copy and layout 
service. 














Classified Advertising 


Rates for classified advertising are 
15 cents for each word, including 
heading and address. One inch $7.00. 
Count nine words for keyed ad- 
dress. Minimum $2.50. Closing date 
20th of month preceding publication. 











F SITUATIONS OPEN 


DISTRICT SALES MANAGER — Major manufacturer 


ine of warm air heating and coolir 


ales managers for 
M higar Ohio, Indiana 
23000 Dackground 
nd cooling saies i aesired salary bonu and 


expenses. This is a real opportunity for a go-getter 
rst 


end resume references and photo with 
Write Key 1225. American Art 
f Chicago 2, Ill 


SUPERINTENDENT for progressive sheet metal shop in 
Midwest e detailed ccount of experience ane 


i SITUATION WANTED 


POSITION WANTED IN SHEET METAL — Estimat- 


on, project heduline 


Twent 


A BUSINESS OPPORTUNITY 


FOR SALE — successful heating and plumbing busi- 
‘ B 


established. Selling for health reasor 


aad this Ss a real money-maker 


79 
five 


ne 


the 


~~ hunting and fishing in Southern Idah 
ey 227 American Artisar 6 N. Michiga 


- AGENTS WANTED 


REPRESENTATIVES WANTED _ _for top que line 
E 


of registers il diffuser et 
’ imber “Of exclusiv 


shed 


usual! me comp ion basis for manufactur 


agents calling on architects, engineers. contra 


Please reply Key 1213, American Artisan, € 
higan Ave., Chicago 2 is 


EXCEPTIONAL OPPORTUNITY 


for MANUFACTURER'S REPRESENTATIVE 


tor 


AGENTS Baan asm — nae eemeretty Wanted a East- 


facturer of sbrica ct and F 


ng agent for orth Jersey area. Agent must feos 


ated warn 
ng, Roo 
y 1 
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Special message 
for manufacturers 


TO: Sales PromotionMgr. 
AMERICAN ARTISAN 

6N. Michigan Avenue 
Chicago 2, Illinois 


I'm interested in ad- 
vertising in the Serv- 
ice Section of AMERICAN 
ARTISAN. Listed below 
is a "write-up" for an 
ad I've been thinking 
of running. Also en- 
closed is a photo of my 
product. Please layout 
a sketch of an ad for me 
covering: 


1" ($14.00) 
2" ($28.00) 
3" ($42.00) 
4" ($56.00) 


your rough copy here 


a 





























SIGNALS 


HEAT FAILURE 


GUARDS SYSTEMS 
AGAINST FREEZING 


Visible and/or audible alarm 
* Signals 6 to 8 hours in advance 
Uses current only when signalling 
HEAT-EYE is constant protection against 
failure of any heating plant. Thermo- 
statically operated, provides reliable 
alarm in homes of vacationing people, 
new construction, matty commercial es- 
tablishments. Pre-set at 50 deg. F., 
signals trouble hours before any damage. 
Ideal for heating contractors. 
Prices: $7 per unit; lots of 10, $6.50 
per unit. All orders C.O.D. Satisfaction 
guaranteed. Write to> >> 


Herbert Fuel Devices, Darien, Conn. 








Climb Safely 
“All Rubber Ladder 


Shoes’ 


Order Today 
$3.50 pair Postpaid 
Johnson Ladder 
Shoe Co. 

Eau Claire, Wis. 














17 AGENTS WANTED 


WANTED — MANUFACTURERS REPS — Major man- 


heating 


repr 


senta 





SEND FOR THIS 
VALUABLE BOOK... 


CORRECT 
PRACTICE in 
OIL HEATING 


A complete reprint of the 
valuable series 
by J. J. Mirabile 


This special series covers every angle of oil 

burner work, including arrangement of shop 

stocking parts record-keeping 

installation procedures . . . the han 

of crews . . how to make heating 

how to size combustion cham 

how to install thermostat 

ho to start the burner . . . how to use 

testing instruments and how to operate 

a service department. It contains, as well, a 

complete list of causes and cures of oil 

burner trouble that will serve as a_ reliable 
guide in making service calls. 

Every shop handling oil burner jobs should 

own this book, Full size, 8 by 11 inches 

$7 pages of practical helps. Send $1.00 


for a copy to the address below 


KEENEY PUBLISHING COMPANY 
6 No. Michigan Ave., Chicago 2, Ill. 

















590 


EAST 








EIGHTH ST., 


HOLLAND, MICHIGAN 


ee * 


ae 


OPULAR 





KWIK-WAY DAMPER REGULATOR SETS 


No. 70 for larger dampers. Bearings are set 
securely with one hammer blow. Retractable 
bearing bolts 

No. 69 


furnished 


for smaller dampers. Similar but 
with one bearing 

No. 77. With indicating dial and KWIK-WAY 
bearings 


No. 80% has two solid bearings 


ND-HOW! 


HART & COOLEY MANUFACTURING CO., 





oe 


rn~X 


OTHER ACCESSORIES 


FURNACE CHAIN: Three types, flat link 
safety chain and two types of wire chain. 
30’, 36’, 100° cartons and 500’ reels. Also 
special lengths and ‘'S" hooks. 


ALSO: Warm air dampers, Damper Tips 
and Clips, Furnace Regulator Sets, ''S"' 
Hooks and heavy duty Casing Clips 


=" 
HART &@ COOLEY MANUFACTURING CO. 


° IN CANADA; 


FORT ERIE, ONTARIO 





the answer is as simple as A, B, C. 


A IMPORTANT LABOR SAVINGS 

Metivent units go together like a hand 
in aglove. No screws at the joints are required 
... the locking ring is simply slipped down 
over the tabs which instantly engage and lock 
securely. Many dealers tell us this ease of in- 
stallation saves as much as 25% of labor costs. 


t PERFECT FIT... ALWAYS. Inner 

and outer pipes are curled together 
and properly spaced PERMANENTLY. Bot- 
tom edges are curled to give them rigidity, 
guard against damage and insure original per- 
fect shape for easy jointing—ALWAYS. 


C PROMPT DELIVERIES to wherever 

you are located are assured by our 
huge stocks of finished goods—one of the 
largest in the nation. You get what you want 
when you want it. 

Try Metivent on your next job. The money 
you save, the fine job that results and the all 
around satisfaction it gives, is almost sure to 
induce you to join the constantly increasing 
parade of Metlvent users. 


HART & COOLEY 
MANUFACTURING CO. 


500 EAST EIGHTH ST., HOLLAND, MICHIGAN 


IN CANADA HART & COOLEY MANUFACTURING CO., FORT ERIE, ONTARIO 


ROUND and OVAL UNITS 
and FITTINGS TO IDEALLY 
SUIT EVERY REQUIREMENT 





WHITE-RODGERS gives you NOW... 


what others can only plan for the future! 


<3 YEARS PROVEN DEPENDABILITY 


NEW COMPACT 
668 PRIMARY 
CONTROL 


Fits on 
4”’ x 4” junction box 


FOOL-PROOF 
FLAME DETECTOR 


“Cad cell” responds 
instantaneously to 
visible radiant rays 
of the oil flame 


668 KWIK-SENSOR 


Revolutionary OIL BURNER PRIMARY CONTROL 


STOPS CALL BACKS commonly encountered with 
stack-mounted controls, as reported by dealers and servicemen: 


— Combustion switch “out of step” 
— False safety lockouts caused by: 
e poor draft conditions e soot insulated helix ¢@ short cycling system 


STOPS CALL BACKS commonly encountered with other 
burner-mounted controls, as reported by dealers and servicemen: 


— Soot and dirt on detector lens 

— False safety lockouts caused by: ¢ low pump pressure e cold air in basement 
— Dirty or open detector contacts 

— Detector held “in” by hot chamber 





ST. LOUIS 23, MISSOURI TORONTO 8, CANADA 
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